





NOTICE 


A group of business men is meeting 
regularly to consider important prob- 
lems in this industry. The meetings are 
addressed by well known speakers and 
subjects of current interest are dis- 
cussed. Paid admission. Companies 
serving this field are invited to send 
representatives to describe their prod- 
ucts and services. 


AVCTEISETS ~~ Stawicmimtn By 
ee the facts about this audience 


VERY issue of this publication reaches 
an influential audience which welcomes 
news and information about products or 
services for their business. In these pages 
you are offered an opportunity to talk to 
this audience. 
If you were going to pay for the privilege 
of actually talking to an audience about 
your business, you would want to know all 


From an investment standpoint it is just 
as important that you should know a// 
about the people who will see your sales 
message when you advertise in this or any 
other business paper. 

In order to select the right media, with 
the assurance that you get what you pay 
for and that your audience will be receptive 
to the particular message that you have 


about it. How many people? 
What is their occupation 
and business? Where are they 
from? How much did they 
pay to get in? Will it pay 
you to talk to them? 

The answer to these and 
many other questions would 
decide the value of the au. 
dience to your business. 


A.B. C. PROTECTS 
YOUR ADVERTISING 


Paid subscriptions, renewals, 
evidence of reader interest, 
are among many facts in 
A. B. C. reports that are 
definite guides to effective 
media selection. When you 
buy space in A. B. C. pub- 
lications your advertising 
is safeguarded by audited 
circulation. Always ask 
for A. B. C. reports. 


to tell, base your selection on 
the verified information to 
be found in A.B.C. reports. 


That is why we belong 
to the Audit Bureau of 
Circulations—to give adver- 
tisers audited facts and fig- 
ures about the audience 
they will talk to when they 
advertise in these pages. 


The NATIONAL UNDERWRITER 


Member of the Audit Bureau of Circulations ‘ABE Ask for a copy of our latest A.B.C. report 
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Y ITS VERY NATURE, Life Insurance is an active, 
B continuing force—a living force in the homes 
of millions who share its benefits. 

Last year Metropolitan visited many homes in 
times of family crisis, for a total of over $182,000,- 
000 was paid on account of death claims to scores 
of thousands of beneficiaries of Metropolitan pol- 
icyholders. Dividends, matured endowments, 
annuity payments, disability, and health and acci- 
dent claims, and other benefits paid or credited to 
living policyholders during the year amounted to 
more than $426,000,000. The total of almost 
$609,000,000 for payments to policyholders and 
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Life Insurance in action! 


beneficiaries is a record high for the Company. 

Metropolitan funds, invested for the benefit of 
its policyholders. continued to play a part in the 
economic structure of the nation. These funds 
aided in financing Government activities. helped 
to keep industry humming and men in jobs, to 
erect public and private buildings, and assisted 
farmers to own their farms and to keep them in 
proper repair. However, the low interest rates 
generally prevailing continued to have their effect 
on the Company’s earnings and consequently on 
dividends to policyholders. 

Moreover, through its Welfare activities, its 


Illustration shows the New York City Home 


Office of the Metropolitan Life Insurance Com- 


pany. Head Offices are also maintained in San 
Francisco, and in Ottawa, Canada. In addition, 
over 1,100 District and Detached District Offices 
are maintained throughout the United States and 


Canada for the convenience of policyholders, 


nursing service for eligible policyholders, its re- 
search, its health and safety literature and adver- 
tising, Metropolitan again contributed to the task 
of bringing better health to America. The death 
rate of Metropolitan policyholders as a whole con- 
tinued to be low, and mortality among Industrial 
policyholders was approximately the same as the 
1939 figure, a record low for this group. 


Metropolitan is a mutual life insurance com- 
pany. This means that the assets of the Company 
are held for policyholders and their beneficiaries. 
The value of these assets will ultimately be paid 
out for their benefit ... and for them only. 





Business Report for the year ending December 31, 


ASSETS WHICH ASSURE FULFILLMENT OF OBLIGATIONS 


National Government Securities . 
U. S. Government . 
Canadian Government . 
Other Bonds... 
U. S. State & Mnnicinal 
Canadian Provincial & Municipal 
Railroad 
Public Utilities ; 
Industrial & ~ a ; 
Stocks ... 
All but $47, 952. 13 ¢ are Sesteewk or a 


First Mortgage Loans on Real Estate . 


Farms. . . «8 2,104,425.08 
855,122,018.39 


Other siemesty 
Loans on Policies 
Real Estate Owned 


Includes real estate for Comper use, ae Siti projects. 


Cash Sy et ee ee ee 
Premiums Outstanding and Deferred . 
Interest Due and Accrued, etc. 


TOTAL 


$1,053,435,444.96 
84,167,875.97 


98,597,960.88 
104,07 1,903.62 
556,382,872.40 
709,433,300.58 
479,354,236.03 


$1,147,603,320.93 


1,947,840,273.51 


Held for Claims . 


Policy Reserves required by law . 
Amount which, with interest and future prem:ums, will assure 
payment of policy claims. 
Dividends to Policyholders : 
Set aside for payment during the year + 1941, 


Reserve for Future Payments on Supplementary Contracts 


1940. (In accordance with the Annual Statement filed with the New York State Insurance Department.) 


OBLIGATIONS TO POLICYHOLDERS, BENEFICIARIES, AND OTHERS 


nee - + $4,665,558,926.00 


112,417,253.00 


139,378, 189.86 
23,183,629.31 


Including claims oniiiine cannabis of ennai inal eaten 


amount of unreported claims. 


86,359,622.68 


Other Policy Obligations 


44,729,420.90 


Including reserves for peerreny ou Health Sieanie, eet. 


937,226,443.47 


Miscellaneous Liabilities . 


dends left with Company, premiums paid in advance, etc. 


32,284,133.01 


Liabilities not included above, iii as taxes — or senunih. 


504,549,131.45 
430,945,055.68 


Special Funds 
150,740,516.25 


90,232,179.03 
62,295,093.32 


Surplus 


$5, 357, 791, 636.32 TOTAL 


TOTAL OBLIGATIONS 


$5, 017,551,552. 08 


16,370,000.00 
323,870,084.24 


This serves as a margin sal wihtes a re esi contin- 
gencies which cannot be foreseen. 


$5,357,791,636.12 


note —Assets carried at $238,267,054.59 in the above statement are deposited with various public officials under require- 
ments of law or regulatory authority. Canadian business embraced in this statement is reported on basis of par of exchange. 


Metropolitan Life Insurance Company 


FREDERICK H. ECKER, Chairman of the Board 


(A MUTUAL COMPANY) 
1 Madison Avenue, New York, N. Y. 


Leroy A. LINCOLN, President 








THE NATIONAL UNDERWRITER Life Insurance Edition. 
Office of publication, 175 W. Jackson Blvd., Chicago, Ill., U.S.A. Forty-fifth year. No. 11. 
Entered as second’ class matter, June 9, 1900, at the post office 





$8.00 per year (Canada $4.00), :15 cents per co 
at Chicago, Ill., under Act of March 8, 1879, i 


Published weekly by The National Underwriter Company. 


Friday, March 14, 1941. 





“Fi 
editi 
have 
insu! 
view 
latio 
unde 
the 

able 
exce 
ance 
$40, 
dire 
The 
ling 





> 
- 








SEES TOR grat EO sane 





nrnanen eatin sseea mnie cman 











LIFE 
EDITION 





i) 
INSURANCE DIMMS 
XN \s \ sx \. we WW \ 











Forty-fifth Year—No. 11 


Cuicaco, CINCINNATI, NEw YORK AND SAN FRANcisco, Fripay, Marcu 14, 1941 


$3.00 Year, 15 Cents a Copy 





Answers Questions 
Arising from New 
Ireasury Ruling 


Applies Regulations to 
Specific Cases to Deter- 
mine Taxability 


“Estate & Tax News” in its March 
edition publishes some questions that 
have come up in connection with life 
insurance and the federal estate tax in 
view of the Treasury department regu- 
lations of Jan. 10 and that publication 
undertakes to give the answers. Under 
the new regulations, life insurance pay- 
able to named beneficiaries, with one 
exception, will be included in the insur- 
ance estate (subject to allowance of 
$40,000 exemption) if the assured 
directly or indirectly paid the premium. 
The exception is that if the insured re- 
linquished all of the legal incidents of 
ownership in any policy prior to Jan. 
10, 1941, and has never possessed any 
of the legal incidents of ownership since 
that date, only that proportion of the 
proceeds of such policy attributable to 
premiums paid by him after Jan. 10 will 
be taxed in his estate. The first ques- 
tion that comes up is whether the new 


regulations are likely to be sustained by 
the courts. 


Cites Supreme Court Holding 


“Estate & Tax News” replies that 
there are no court decisions which 
directly support the new regulations in 
every particular. However, United States 
Supreme Court in 1938 in Lang vs. Com- 
missioner, 304 U. S. 264, 58 S. Ct. 880, 
20 A. F. T. R. 1251, indicated that pay- 
ment of premiums may be an important 
factor in determining the taxability of 
surance. This decision was preceded 
by two circuit court opinions indicating 
that proceeds of insurance not attribu- 
table to premiums paid by the insured 
may not be taxed in the assured’s estate 
and was followed by the famous Bailey 
case. The final opinion in the Bailey 
case held that insurance may be taxed 
Where the insured retained one of the 
teal incidents of ownership (right to 
lave proceeds paid to his estate in the 
— of the prior death of the named 
eeciany).. Reaching this conclusion 
the court cited the Hallock case and 
Stated that under the circumstances it 
Was unimportant that the beneficiaries 
had paid part of the premium. An ap- 
Peal was taken to the U. S. Supreme 
Court in the Bailey case but a com- 
Promise settlement was reached before 
the sppeal was acted on. 

1€ new regulations are also sup- 
Ported by. the fact that Art. 25, i 
Psa Is an almost exact reproduc- 
— of the corresponding article in effect 

Roaeed years prior to November, 1924. 
enrae other hand, in the Chase Bank 
fas e Supreme Court inferred that 

surance may not be taxed where the 
(CONTINUED ON LAST PAGE) 





2/2 Billions Paid in 
Benefits Last Year 


U. S. Families Average 
$303,000 Every Hour; Death 
Claims Total $994,950,000 


American families received an aver- 
age of more than $303,000 every hour 
throughout 1940 in benefit payments 
from life insurance companies, an aggre- 
gate of $2,664,339,000, according to a 
report of the Institute of Life Insurance. 

Death benefits alone accounted for 
$113,000 every hour, an aggregate for 
the year $994,950,000. Of this $728,965,- 
000 was paid out under ordinary life 
policies maturing as death claims, $104,- 
140,000 under the group insurance cer- 
tificates and $161,845,000 under indus- 
trial insurance policies. The total of 
policies maturing as death claims during 
the year was about 1,024,000. 

The average size of each policy death 
claim was $2,756 for ordinary life, $2,057 
for group insurance, $219 for industrial 
policies and $969 for all policies averaged 
together. There is an average of two 
policies for each policyholder. 

Benefits to living policyholders 
amounted to $190,000 every hour, an 
ageregate of $1,669,389,000 for the year. 
Of this total, $269,244,000 was for matur- 
ing endowments, a sum 11 percent 
greater than in 1939. The total for ordi- 
nary matured endowments was $191,- 
367,000 and industrial $77,877,000. 

Annuity payments totaled $148,452,000. 
Disability payments amounted to $103,- 
487,000. Surrender values paid out or 
credited during the year, primarily emer- 
gency aid to policyholders through their 
cash values, totaled $680,062,000. Except 
for one year, this is the lowest figure 
since 1930, indicating the improved tone 
of family finances during the year. 

Dividends to policyholders amounted 
to $468,144,000, the largest total in the 
past seven years, in spite of the reduced 
dividend scales made necessary by 
sharply decreased investment earnings. 





Insurance in Force in Canada 
Shows 2.9 Percent Increase 
OTTAWA, ONT.—The Dominion 


department of Canada in its preliminary 
report on insurance in Canada for 1940 
reports life insurance written was $590,- 
205,536, an increase of .3 percent over 
1939. Ordinary insurance totaled $443,- 
789,966, industrial $119,010,520 and 
group $27,405,050. 

Business in force in Canada Dec. 31 
was $6,975,318,346, an increase of 2.9 
percent. This included ordinary $5,318,- 
088,175, industrial $928,464,860 and group 
$728,765,311. Canadian companies car- 
ried $4,609,213,977, and British and 
United States companies the rest. 

Business in force in Canada of Can- 
adian fraternals was $108,810,930, and 
of foreign fraternals $68,754,109, or a 
total for fraternals of $177,565,039. 


Life Counsel Dates Are Set 


The convention of the Life Counsel 
Association has been scheduled for May 
26-28 at the Greenbrier, White Sulphur 
Springs, W. Va. In the past these 
meetings have been held at Hot 
Springs, Va. 





Survey of War Risk 
Clauses by A. L. C. 


Questionnaire Discloses 
Practices of Life Com- 
panies in Emergency 


Fifteen of 101 companies which are 
members of the American Life Conven- 
tion are applying a war clause on pol- 
icies issued to members of the national 
guard and other military and naval re- 
serves and draftees, and 52 are charging 
varying extra premiums in connection 
with such insurance, it was shown in 
answers to a questionnaire sent out by 
the A. L. C., the gist of which is re- 
ported to member companies this week 
by F. E. Huston, secretary-actuary. 

Twenty companies are applying a war 
clause on insurance on members of the 
army, navy and marine corps, except 
aviation service; two, an aviation rider; 
four, an aviation rider on all new pol- 
icies on risks under age 31; three, an 
aviation rider if there is an aviation haz- 
ard; two, a war clause if there is aviation 
hazard, and 11 exclude or decline the 
aviation hazard. 


Majority Use No War Clause 


The remainder of the companies 
which replied indicated they would issue 
policies on members of the army, navy 
and marine corps for a limited amount 
without a war clause. 

It is significant that 49 companies, or 
almost one-half of those queried, charge 
no extra premium for national guard, 
other military and naval reserves and 
draftees. One company charges $2.50 
per $1,000 extra premium and six com- 
panies $5 per $1,000. Eighteen com- 
panies have no extra charge for com- 
missioned officers but $5 per $1,000 extra 
for all others. Eleven companies re- 
ported extra premium charged for army 
and navy rating. 

“The occupational extra premiums be- 
ing charged by reporting companies for 
such risks appear to lack sufficient uni- 
formity to permit a convenient sum- 
mary,’ Mr. Huston commented. “Less 
than one-third of the companies either 
reported they are not charging any oc- 
cupational extra premium or made no 
mention of any such rating. Detailed 
rules and regulations with respect to 
this classification of business were fur- 
nished by a few of the larger companies. 


Expect Anti-selection to Result 


“Remarks submitted by _ reporting 
companies indicate quite a general feel- 
ing that a high persistency rate may be 
expected as to business written in an- 
ticipation of benefits under the soldiers 
and sailors civil relief act, and some 
selection against the company may be 
expected when the insureds leave the 
service. 

“One company having over $500,- 
000,000 of insurance in force reports that 
no first year commissions will be paid 
on any part of the premiums advanced 
by the government until after reimburse- 
ment of the government by the insured. 

“The following is a representative 
comment: ‘There is some doubt if Con- 
gress foresaw or intended such use of 
the act. Provisions seem intended to 
protect insurance estates established for 
useful insurance reasons and not to 


provide an extra amount of what, for 
(CONTINUED ON PAGE 14) 


O'Mahoney’s U. 5. 
Charter Idea 
Applies to Insurance 


TNEC Chairman Makes 
Recommendation at 
Committee Final Hearing 


WASHINGTON—Enactment of leg- 
islation requiring insurance and other 
corporations operating nationally to se- 
cure federal charters was recommended 
by Chairman O’Mahoney at the final 
hearing of the Temporary National 
Economic Committee. 

Unable to appear personally because 
of illness, O’Mahoney’s closing state- 
ment was read to the committee as it 
prepared to undertake the drafting of 
its report on monopoly in industry and 
trade. 

Throughout the statement, O’Mahoney 
supported his arguments with references 
to the insurance industry, declaring that 
there are only 10 states which have 
within their respective borders property 
valued at more than the assets of Metro- 
politan Life. 

Because of the great number of per- 
sons affected by their activities, he de- 
clared, the great corporations in insur- 
ance and other industries are imbued 
with a public interest. 

Discussing his proposal for national 
charters, O’Mahoney warned that there 
is no other way to avoid the continued 
expansion of government control over 
private business. 

Comparing the assets of the great cor- 
porations with the total assessed valua- 
tion of the states, the senator declared 
the Metropolitan Life has a total greater 
than any one of 38 states; Prudential’s 
total is greater than any of 35 states; 
the New York Life exceeds 31 states; 
Equitable Society exceeds 27 states, and 
Mutual Life exceeds 24 states and the 
District of Columbia. 





REGISTRATION OF LOBBYISTS 


WASHINGTON — Registration of 
lobbyists in the insurance and other 
fields was recommended to the TNEC 
in a monograph on economic power and 
political pressures prepared by D. C. 
Blaisdell of the commission’s economic 
staff. 

Mr. Blaisdell referred specifically to 
the Life Presidents Association which 
was analyzed at length in the SEC re- 
port on insurance a week ago. 

The section on insurance lobbying 
was based entirely on the SEC mono- 
graph, with citations from the testimony 
taken during the insurance hearings, but 
followed the insurance lobby further, 
pointing out that other organizations 
also have an interest in the subject, 
among them the Edison Electric Insti- 
tute, interested in public utility matters, 
and the American Federation of Invest- 
ors. 

The latter organization, Mr. Blaisdell 
said, purports “to speak ‘in the interest 

(CONTINUED ON PAGE 14) 
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Effect of Excess Profits Tax 
on Companies Is Analyzed 


Though subject to the excess profits 
tax act, it does not follow that all life 
companies have a tax liability under the 
levy, according to Victor A. Lutnicki, 
assistant counsel of the American Life 
Convention, Chicago, which this week 
mailed member companies Mr. Lut- 
nicki’s analysis of the tax. He is in- 
clined to believe that liability under the 
excess profits tax will be negligible or 
absent, whether the company uses the 
“average income” or “invested capital” 
method of computing its “excess profits 
credit.” 

Apparently most companies are using 
the average earnings method, with 1936- 
1939 as the base period. It is the sim- 
plest, and at present appears to offer 
less chance for differences with the de- 
partment of internal revenue. The 
other method brings up the issue of 
legal reserves as “invested capital,” an 
issue not wholly resolved. 

The 1941 amendments, just approved, 
removes necessity for the company to 
elect one method of computing the 
credit to the exclusion of the other. 


Numerous Problems 


The problems presented insurance 
companies by the new tax are several 
and complicated and a source of con- 
cern not only for the first filing March 
15 but for the future as well. 

It is Mr. Lutnicki’s opinion that since 
the primary purpose of the excess 
profits tax bill is to prevent excessive 
rearmament profits, insurance compa- 
nies, whose premiums will probably in- 
crease with defense spending but whose 
losses and costs will also increase, were 
not particularly aimed at. 

“In considering the extent of an in- 
surance company’s excess profits tax 
liability, the first issue that arises in- 
volves the composition of the term nor- 
mal tax net income,’ comments Mr. 
Lutnicki. “This is the basic amount 
upon which the excess profits tax is 
levied after it has been reduced, by sun- 
dry adjustments and credits, to become 
what is termed ‘adjusted excess profits 
net income.’ It is apparent,” Mr. Lut- 
nicki stated, “that if an insurance com- 
pany has no ‘normal tax net income,’ it 
cannot be subject to an excess profits 
tax since it then cannot have ‘adjusted 
excess profits net income,’ which is the 
ultimate amount subject to tax.” 

Several reasons are suggested which 
warrant the conclusion that in the case 
of a life company the “net income” fig- 
ure to be used in the computation of 
“normal tax net income” is that de- 
fined especially for insurance compa- 
nies in Sec. 203(a), internal revenue 
code, rather than on the definition of net 
income in Sec. 21, which is applicable 
to ordinary corporations. 


Simpler Method 


Among other things the former 
method will save the companies from 
the great clerical burden that the Sec. 
21 method would entail. Under the lat- 
ter, companies would have to report all 
items of income and would have to open 
up their books for years back to deter- 
mine the basis for arriving at capital 
gains and losses. 

Should a company have a return on 
its investments ample enough to give it 
a “normal tax net income,” and, after 
adjustments, “an excess profits net in- 
come” subject to tax, the company is 
entitled to deduct a specific exemption 
of $5,000 plus its excess profits credit. 

This credit may be computed by the 
average inceme or invested capital 
method. Under the first the company 
may take as the credit an amount equal 
to 95 percent of the average of its in- 
come for the period 1936-1939 inclus- 
ive, defined as the “base period,” plus 
8 percent of net capital additions and 
less 6 percent of net capital reduction 
since that date. 

“Where this method of determining 


the ‘excess profits credit’ is used, the 
provisions of the law are comparatively 
clear and, with one exception, need but 
little interpretation to make them ap- 
plicable to insurance companies,” com- 
mented Mr. Lutnicki. “The exception 
arises where adjustments must be made 
by reason of increases or decreases in 
‘capital. Definition of capital for the 
purpose of making these adjustments is 
the same as that used in Sec. 718 for 
computing ‘equity invested capital’ 
under the second or ‘invested capital’ 
method of computing the excess profits 
credit. It is this definition which causes 
insurance counsel so much concern.” 


Tax Liability Unlikely 


Considering the decreasing trends of 
interest rates during the years 1936- 
1939, unless there is an unexpected re- 
versal in the near future, there should be 
few instances where insurance compa- 
nies would have a balance subject to 
excess profits tax under the average 
earnings method. 

“Where adjustments need not be 
made for increases or decreases of capi- 
tal, many companies may be content 
with computing their credit in this fash- 
ion without concerning themselves with 
the alternative ‘invested capital’ method, 


about which there is so much ques- 
tion,” said Mr. Lutnicki. 7 
Prior to 1941 amendments, which 


were approved by the President last 
week, the taxpayer was required to 
elect one of the two methods of com- 
puting the credit to the exclusion of 
the other. An exclusive election does 
not now have to be made. The law 
now provides that excess profits credit 
should be computed under whichever 
method results in a lesser tax. It ap- 
pears that only by disclaiming the use 
of the credit computed in one of the 
two ways may a taxpayer preclude him- 
self from the option to avail himself of 
the one which results in a lesser tax. 


Invested Capital Method 


Referring to the invested capital 
method of computing excess profits tax 
credit, Mr. Lutnicki stated that “fun- 
damentally the excess profits credit 
figured under this method is an amount 
equal to 8 percent of the taxpayer’s 
invested capital for the year. Invested 
capital consists of “equity invested 
capital” and borrowed invested capital. 

In great part Mr. Lutnicki’s conclu- 
sions as to how life companies will be 
permitted to compute invested capital 
are based on parallels drawn between 
the present excess profits tax act and 
similar acts in force in 1917 and 1918. 
The present act he considers to be 
more susceptible to favorable interpre- 
tations on many points than the former 
ones. He points out that unless the 
Supreme Court is to reverse itself on 
the basis of its prior decision in Duffy 
v. Mvtual Benefit Life Insurance Co., 
equity invested capital of mutual com- 
panies will be held to include that part 
of legal reserves attributable to pre- 
mium payments. And it follows that. if 
the premium part of reserves are in- 
cluded in equity invested capital the 
part attributable to interest earnings 
should similarly be included therein as 
“accumulated earnings and profits’ on 
such capital. With former Treasury De- 
partment practice as his authority, Mr. 
Lutnicki expects mutual companies to 
encounter little difficulty in including 
their surplus and contingency reserves 
in “invested capital.” 

It is pointed out that stock compa- 
nies will have the decision of the fourth 
circuit court of appeals in Moncure v. 
Atlantic Life Insurance Company as 
authority for their inclusion of the 
whole of their legal reserves in their 
equity invested capital, but at the same 
time it is noted that the commissioner 
of internal revenue never expressed ap- 

(CONTINUED ON LAST PAGE) 





Dallas Couple Makes 
Busy Insurance Team 








Mrs. 


Muriel Briggs 


John L. Briggs 


One of the busiest and hardest-work- 
ing insurance couples in the country is 
that of Mr. and Mrs. John L. Briggs 
of Southland Life Insurance Company. 

Mrs. Muriel F. Briegs of the Dallas 
agency has achieved the distinction of 
writing three applications a week for five 
years and is well on her way to com- 
plete her sixth year. She is a charter 
member of the Texas Leaders Round 
Table of the Texas Association of Life 
Underwriters and is a life member of the 
National Women’s Quarter Million Dol- 
lar Round Table of the National Asso- 
ciation of Life Underwriters. In addition 
she finds time to be a highly-capable 
wife, with a lovely home. 

Mr. Briggs is assistant secretary of 
Southland Life, but has about 12 duties 
that do not ordinarily come under the 
scope of the work of an assistant secre- 
tary, and he performs every one of these 
duties efficiently. Mr. Briggs is a past 
president of the Institute of Home 
Office Underwriters. He is prominent 
in Masonic circles, having recently been 
elected chief rabban of Hella Temple 
Shrine, making him next in line for the 
office of potentate. 

Not only are Mr. and Mrs. Briggs 
industrious enough to do all these things 
but they also find time to lead a leis- 
urely, quiet life. 








Penn Mutual Life Announces 
Retirement Plan for 
Full-Time Salaried Employes 


Penn Mutual Life has established a 
retirement plan for salaried employes, 
according to John A, Stevenson, presi- 
dent. It is automatic for all full-time 
employes age 35 and older. P 

While the primary purpose is to pro- 
vide members with a retirement income 
commencing at age 65, it also includes 
benefits in case of disability, death and 
termination of employment. The death 
benefits are in addition to the group in- 
surance coverage carried by the company 
on all employees who have completed 
one year’s service. 

The retirement income is based on the 
amount of salary received and the num- 
ber of years of service with the company 
during the period of employment be- 
tween the ages of 35 and 65. The mem- 
ber at retirement is offered the option 
of electing a refund annuity, life annuity 
or joint and survivorship annuity. 

Each eligible member will contribute 
a stated percentage of his salary toward 
his own annuity, and the balance—the 
difference between the members’ con- 
tributions and the total cost of all 
benefits provided by the plan—will be 
contributed by the company. 

The amounts of retirement annuity 
provided have been determined in such 
manner that the combined retirement 
income from the plan and the primary 
old age benefit of the social security act 
will provide a suitable basis for retire- 
ment. 

Last December President Stevenson 
announced the establishment of a volun- 
tary and contributory retirement plan 
for field representatives whose compen- 
sation is on commission. Within the 
first two months, over 88 percent of 
those eligible for that plan signed appli- 
cation for membership. 





Recommendations 0 
TNEC-SEC Largely 
Opposed by Pink 


Report Important 
But Criticisms Not 
Wholly Justified 


ALBANY, N. Y.—The report to the 
Temporary National Economic Com. 
mittee and the statement of Commis. 
sioner S. T. Pike of the Securities % 
Exchange Commission were _ termed 
perhaps the most important thing 
which has happened to life insurance 
since the Armstrong investigation, by 
Superintendent Pink in a talk Tuesday 
before the Albany General Agents & 
Managers and the Life Underwriter 
Association. 

“The TNEC investigation and report 
have not disclosed any serious evils in 
the fundamental structure nor have they 
destroyed the confidence of the people 
in life insurance,” he asserted. 

He questioned sharply the investment 
of life company assets in common 
stocks. Most serious objection is that 
it would “give companies a large meas- 
ure of control of the great industries of 
the country,” and they “would be busy 
running factories, public utilities, rail- 
roads, banks and all manner of indus- 
trial enterprises. 


Don’t Want Control 


“This is exactly what we want to keep 
out of life insurance. We do not seek 
any control. We want only the very 
best and safest investments possible. 
When a security goes sour we are 
forced to accept the responsibility for 
trying to reorganize it but we do this 
reluctantly. 

“The itch for power and_ contro 
which existed in the life companies be- 
fore the Armstrong investigation has 
entirely disappeared. It should not be 
brought back.” 

Mr. Pink believes that a _ great 
deal is being done by companies to im- 
prove the industrial situation. 

“The volume of savings bank life in- 
surance, if we are to judge the future 
by the past, will be compartively 
small,” he said. eer 

“Out and out federal supervision 0 
certain phases of the business, such a 
solvency of interstate life companies. 
would seem preferable to a system 0 
mixed control. Responsibility should 
be upon either the states or the federal 
government, not upon both.” 


Stimulates Thinking 


The TNEC study has stirred up the 
companies, the producing forces and the 
state authorities too. It has made them 


think, Sleeping problems have beet f 


brought to life. There has been a ft 
valuation of all phases of the institu 
tion and a decided swing of emphasis 
from sales to service, Mr. Pink stated. 

He warned against taking enti 
knowledge of the report and recommen 
dations of Mr. Pike from the news 
paper accounts since only the mistakes 
and criticism are featured because the! 
make news. The report and recommet: 
dations are not nearly as critical as 0 
would think from the press. 


“Many of the recommendations a 
not fundamental and deal with improve | 


ments which company management aft | | buyer: 


Sew t 


state supervision have been endeavoring 
to effect for a long period of years af 


in which considerable progress has beet ~ 


made,” said Mr. Pink. 


Attention has properly been ey 7 


upon the short tenure of office 0 
(CONTINUED ON PAGE 13) 
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No Objection Raised by 
Companies at Hearing 
Before N. Y. Department 


NEW YORK—None of the four 
companies writing industrial in New 
York raised any objection to the New 
York department's proposed new stand- 
ard and substandard mortality tables. 
The tables may be used any time after 
luly 1 and must be used after the end 
y this year. In accepting for Metro- 
politan, Actuary H. R. Bassford asked 
that when the law is amended to permit 
a 130 percent mortality rate to be used 
in computing the extended term non- 
jorfeiture benefit for ordinary, the same 


would be provided for industrial, 
thereby keeping a consistent relation- 
ship. Associate Actuary Maximilian 


Hollenberg of the department, who con- 
ducted the hearing, saw no objection to 
this request. 

Since the new mortality basis con- 
templates the use of an interest as- 
sumption no higher than 3 percent the 
lowering of the interest assumption 
would tend to offset to a consider- 
able extent the difference between the 
present standard mortality table and the 
new standard table. The companies 
would be permitted to use a lower basis 
than 3 percent and net rates based on 
2'4 percent interest have been compiled. 


Big Mortality Drop 


The new standard table reflects the 
great improvement in mortality that has 
taken place since the present standard 
was adopted, the mortality expected un- 
der the new table at the youngest ages 
heing only about 38 percent of the cor- 
responding figure under the old table 
while from age 20 to 35 it ranges from 
57 down to 50 percent of the present 
standard table. 

Explaining how the table was con- 
structed, Mr. Hollenberg said that the 
plan was to use the Metropolitan’s re- 
cent experience, years 1930-1939 inclu- 
sive. Metropolitan was selected as being 
the largest company and also a domes- 
tic company. However, because the 
period in question included no wars or 
epidemics and because it is so extremely 
recent a margin is provided. Also al- 
lowance was made for the less favorable 
experience of John Hancock and 
Colonial at the most advanced ages. Mr. 
Hollenberg said that no general state- 


+ ment could be made on the effect of the 
> new table on aggregate reserves, as this 
/would depend largely on age distribu- 


tion. Associate Actuary H. L. Feay of 


the department mentioned that the ag- 


stegate reserves would also depend on 
Actuary C. 


general there would be an increase in 


> 4{gregate reserves. 


No Cheaper Insurance 


In spite of the vociferous criticisms 


ithat have been made of life insurance 


lor operating on outmoded mortality 
“ir agg and the alleged consequent 
ser cost to policyholders, the new 
— will in the aggregate have no 
, ect on the cost of insurance to the 
uyers of industrial coverage. What the 
new table will do will be to permit com- 
oh pcg to policyholders a 
ae, a A equity in premium 
eae Bas ‘ ividend payments as be- 

arious age groups, policy dura- 

(CONTINUED ON PAGE 12) 





Kansas Company 


Group Dinner 
Hosts to N.A.L.U. 


WICHITA The Association of 
Kansas Life Insurance Companies will 
be hosts to the officers of the National 
Association of Life Underwriters, trus- 
tees and members of the national coun- 
cil at the dinner and entertainment Fri- 
day evening, March 28 at the Lassen 
hotel. James A. Allen, president of 
Victory Life of Topeka is president of 
the Kansas company group, and W. M. 
Hobbs, president of American Home 
Life is secretary. About 250 are ex- 
pected for the dinner. This is one of 
the events during the three day mid- 
vear meeting here of the N. A. L. U. 

The 11 Kansas company members of 
the association are Central Life of Fort 


Scott, Great American of Hutchinson, 
Manhattan Mutual of Manhattan, 
United Life of Salina, American Home, 


Liberty, National Reserve, Pioneer 
Life, Pyramid Life, and Victory of To- 
peka and Farmers & Bankers, Wichita. 
Lee Wandling, general chairman of the 
mid-year gathering, suggests that insur- 
ance people in the 227 cities served by 
Mutual radio stations induce the sta- 
tion managers to broadcast the talk of 
Holgar Johnson at the luncheon meet- 
ing March 28 from 1:15 to 1:30 p.m. 
Everyone connected with the busi- 
ness, regardless of whether he belongs 
to the National association, is invited 
to attend the national sales congress 
March 29. There is a charge of $2.50 
for the sales congress meeting. Tickets 
may be secured by addressing Mr. 
Wandling, Equitable Society, Wichita. 
Several additional agency meetings 
have been scheduled for March 28 in 
Wichita, according to Clayton Mammel, 
Farmers & Bankers Life, chairman, in- 
cluding Victory Life, Mid-west Life and 
(CONTINUED ON PAGE 12) 


Reynolds to Head 
North Central Ad 
Men’‘s Round Table 


Russell B. Reynolds, American Mu- 
tual Life, has been appointed chairman 
of the Life Insurance Advertisers As- 
sociation’s north central round table, 





REYNOLDS 


RUSSELL B. 


which will be held March 27-28 in Chi- 
cago. This meeting will follow the east- 
ern round table which is scheduled for 
March 14 in New York. 

On the committee with Mr. Reynolds 
are W. T. Plogsterth, Lincoln National; 
E. S. Wescott, Bankers Life, Nebraska, 
for publicity; R. S. Walstrom, Conti- 

(CONTINUED ON PAGE 12) 








A youthful ambition to 


Mutual underwriter’s advice 


for $5,000. 


cantile business. 


check for $300. 


Endowments. 


+ 


WILLIAM H. KINGSLEY 
Chairman of the Board 





ENDOWMENT THRIFT 


live in the West, plus a Penn 
to save through life insurance, 
account for the beginning of one career we know of. 
sixty years ago a very young clerk in an Ohio city purchased 


his first life insurance contract, a Twenty Year Endowment 


Twenty years later the maturity date arrived, and he 
took the $5,000 check and Horace Greeley’s advice, setting sail 
for California, where he used the money to start up a mer- 
Down through the years he prospered, 
and as his business grew he bought additional Endowment 
insurance, from several companies. 

In 1930 he retired from active business. 
whole insurance estate was by then we do not know, but the 


proceeds from our company alone brought him a monthly 
When he died, he left a gross estate in excess of #750,000, 
which had been accumulated mainly through his original 


California enterprise started with the first matured Endow- 


ment, the savings from the business being invested largely in 


THE PENN MUTUAL LIFE INSURANCE CO. 


INDEPENDENCE SQUARE, PHILADELPHIA 


Some 


How large his 


+ 


JOHN A. STEVENSON 
President 

















Douglas Tells of 
New Day at 
Mutual Life of N. Y. 


President Treats Problems 
Forthrightly in Report, 

States Program for Future 
W. 
policyholders as president of 


Life New York 


tionally forthright 


Lewis Douglas in his report to 
Mutual 
an excep- 
statement of the 


problems confronting that company; he 


of makes 


then recites what reforms have already 
been undertaken and finally proceeds to 
forth the the future, 
which has the effect of creating confi- 


set program for 
dence that Mr. Douglas is master of the 
situation. Coming into life insurance from 
eminence in other fields, Mr. Douglas 
indicates a fresh approach to life insur- 
ance affairs. He makes no attempt to 
minimize faults, weaknesses or prob- 
lems. Neither does he stand at the wail- 
ing wall. He states the problems real- 
istically, tells what has already been 
done to bring about improvement and 
what will be done. It is evident that 
there will be no drifting at Mutual Life 
under Mr. Douglas’ administration. 


Read While They Run 


The report to policyholders of Mu- 
tual Life is divided into two parts. The 
first, according to President Douglas is 
for the benefit of those “who read while 
they run.” It is a brief summary of the 
1940 operating results. The second por- 
tion dwells at some length on the com- 
pany s operation and affairs and con- 
tains a statement of its policy for the 
future. : 

In the second portion at one point the 
report observes that the proportion of 
Mutual Life assets in railroad bonds 
and stocks is now only 13.3 percent as 
against 31.6 percent in 1929. The finan- 
cial position of the American railroad 
system has been weakened during the 
past decade and more, both as a conse- 
quence of the depression and a variety 
of adverse long term trends, according 
to the report. 


New York City Mortgages 


Mortgages of Mutual Life have prin- 
cipally been in connection with New 
York City property. These have been 
adversely affected by the decentraliza- 
tion of population, prolonged depression 


and a great decline in foreign trade, 
manufacturing and financial activities 
that are important elements in New 


York’s economy. 

There was absorbed out of current in 
come during 1940 an impairment in the 
value of investments amounting to $11,- 
154,033. This was offset in part by a 
net gain of $1,051,204 from sale or re- 
demption of bonds. 

Mr. Douglas pointed out that the trus 
tees must determine what part of the 
excess of income over charges should 
be added to surplus and special reserves 
and what part may be prudently dis- 
tributed as dividends. The function of 
special reserves, he said, is to care for 
losses for which some definite provision 
seems necessary or desirable. The func- 
tion of surplus is to care for unforeseen 
losses or demands on the company. 

He made a statement as to the prin- 
ciple that is applied in determining divi- 
dend allocation among policies. He re- 
ferred to the fact that the dividends on 
policies containing disability benefits 
have been substantially reduced in ac 
cordance with the principle that every 
policy participates in dividends accord- 
ing to its contribution to the divisible 

(CONTINUED ON PAGE 12) 
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Effect of U. S. Court 
Ruling Is Watched 


Life Men Wonder Whether 
Tax Authorities Will Levy 
on All Combination Forms 


Life agents who have done a good 
business in selling the single premium 
life-annuity combination contract this 
week were wondering whether federal 
tax authorities would employ the U. S. 
Supreme Court’s decision of last week 
in the cases of two well-to-do aged 
women owners of contracts of this type 
as a precedent for taxing any and all of 
these contracts without regard for the 
age at issuance. 

The Supreme Court found in the two 
cases at bar—which were admittedly vir- 
tually impossible to defend—that the 
life insurance portion represented no life 
insurance risk and therefore could not 
be applied against the $40,000 life insur- 
ance exemption under the internal rev- 
enue act in computing the federal estate 
tax. Important factors in the decision, 
however, appear to have been that the 
women were very old, must have had 
contemplation of death, and thus being 
unable to buy regular life insurance used 
this combination contract as a vehicle 
for passing a part of their estates to 
their daughters tax free. 


Expected to Employ Decision 


It is not yet apparent that tax authori- 
ties will conclude these decisions apply 
to younger owners of the single pre- 
mium  life-annuity combination who 
would have less contemplation of death 
and might be able to buy medically 
examined life insurance on the market. 
Life men believe, though, that with the 
government demand for greater tax col- 
lection, that will tbe the construction 
placed on the ruling by tax authorities 
in future. 

The decisions undoubtedly will not 
affect regular single premium life insur- 
ance which is sold at a net commuted 
sum that is considerably less than the 
face amount and always contains an 
element of life insurance risk 

The single premium life annuity con- 
tract, which is sold in units of $1,000 
life insurance and a guaranteed interest 
return on the face amount at a con- 
sideration of $1,100, obviously embodies 
no life insurance risk, the Supreme 
Court argued, as if the insured died the 
same day that he took the contract the 
company would have $1,100 with which 
to pay his $1,000 claim. Life men say 
this is not strictly true since there are 
taxes and expenses, including, of course, 
commission to the agent, which eat up 
a part of the consideration. 


COMPANY PRACTICES 


Life insurance people find it difficult 
to understand the opinion, since com- 
panies writing this contract issue it in 
two policies, the life insurance portion 
being the regular single premium life in- 
surance, although sold generally on non- 
medical basis. One or two companies 
reserve the right to require medical 
examination, which indicates they deem 
it to be life insurance. Others, it is true, 
issue the life portion at advanced ages 
far beyond those generally accepted. 
One case is noted that was issued at 
age 94. 


Non-medical Writers 


A corrected list of companies now 
writing this form on non-medical basis 
is: Manufacturers Life, Canada; Pru- 
dential, Pacific Mutual, Business Men’s 
Assurance, Travelers and Sun Life of 
Canada. Columbus Mutual Life no 
longer writes this contract, having dis- 
continued it several years ago. 

Manufacturers Life writes this form 
on two bases, either at a consideration 
of $1,100 per $1,000, or $1,080 per $1,000. 








FIGURES FROM DEC. 31, 1940, STATEMENTS 


14, 194 





Change 
Total in 

i Assets 

Bankers Mut Life, Ill. onl? 664,913 +170,606 
Canetla, LACE ..os000000028 79,976,043 + 5,917,227 
Central Assurance, O. 351,775 + 21,196 
SOOISMIAT TNE 6002 e200 21,625,185 + 740,669 
Columbian Natl. Life... 50,370,405 2,231,620 
Cuna Mutual ......0... 446,216 +139,358 
Dominion Life, Can.... 46,156,303 + 2,540,789 
Franklin Life ......... 44,839,074 + 5,272,366 
Home Beneficial ...... 10,698,873 + 963,848 
Ky. Home Mut. Life... 10,359,240 —465,648 
LaFayette Life ....... 7,333,239 +176,598 
EAR, VRs ccsewvoncencs 111,021,357 5,687,185 
N. Carolina Mut. Life.. 6,415,785 + 494,509 
Prudential, Amer.....4,263,955,113 + 242,209,466 
Reliance Life ......... 132,803,2687 +8,724,947 
Secur. Mut. Life, N. Y. 25,066,977 + 926,853 
State Mutual, Ga...... 1,149,924 —35,629 
Union Life, Va........ 1,146,858 + 153,908 
A Th. DB. Wg TERR ces 5,408,553 + 973,732 
em Bier Tale. 6 s0 ccccss 17,813,590 —51,350 
Cath. Knights of Am.. 3,693,821 +114,916 
Degree of Hon. Protect. 16,361,090 + 719,868 
Knights of Columbus.. 50,135,702 + 924,866 
No. Amer. Union Life.. 2,556,601 + 224,200 
Praetorians .......:+s. 8,598,020 —151,165 
Woman’s Benefit ..... 42,518,238 +1,026,497 


1Includes $900,000 contingency reserve. 
2Includes special reserve $410,080. 
3Includes $283,785 special surplus funds. 


4Includes $5,000,000 contingency and investment reserves. 





Surplus to New Change 
Policy- Bus. Ins. in Force in Ins. 
holders 1940 Dec. 31, 1940 in Force 

$ $ 

1,168,157 1,417,500 25,744,866 + 72,299 

16,890,006 63,727,196 805,704,918 —4,586,223 

248,525 180,527 1,010,321 + 33,030 
1,692,994 26,025,212 122,065,336 + 5,089,133 
3,529,0681 18,505,784 181,163,853 + 3,421,816 

177,490 48,545,423 83,497,533 + 27,464,872 

2,372,7972 17,566,150 188,368,428 + 3,166,228 
2,252,972 19,471,215 209,310,078 + 31,730,933 

2,000,106 13,596,269 119,958,086 +13,596,269 

410,968 12,672,026 49,564,397 + 7,026,000 
485,976 3,936,011 28,678,326 +1,263,003 
17,618,7404 106,348,546 565,151,504 +37,098,043 
445,394 26,721,123 51,228,190 + 3,646,997 
81,518,38451,951,300,260°18,628243,738 + 539,802,047 

4,650,000 55,345,836 504,774,839 fi . 789,147 

653,428 10,857,700 92,671,654 + 785,092 
108,493 4,261,264 8,215,353 + 1,449,092 
919,158 17,059,376 22,774,642 +1,811,855 
FRATERNALS 

5,295,294 193,000 17,087,459 —1,645, th 

1,733,950 5,685,990 63,892,814 —3,594,26 

300,816 209,791 8,999,738 994,365 

2,717,923 5,965,800 58,596,333 —741,160 

5,595,877 14,800,782 255,641,875 —944,938 
292,9778 576,175 11,999,223 —601,362 

ie eile 12,228,825 66,622,619 —4,962,852 
1,907,612 4,425,417 121,886,872 —1,921,146 


5Does not include $141,145,936 
®Includes revived and increase 


7Includes accident and health department. 


8Does not include $350,000 contingency reserve. 


——— 
Prems. Total Benefits Total 
Income Income Paid Disburs 

1940 1940 1940 1949 

$ $ $ $ 
548,827 612,565 320,848 437,054 
26,042,209 43,701,308 23,597,419 36,4084, 
30,116 175,706 5,552 1601977 
4,650,852 5,720,380 2,384,996 4, 88759, 
5,642,530 8,899,253 4,106,020 6.6 31'544 
610,586 618,588 425,513 "00155, 
5,239,572 8,450,364 3,588,953 5,896,034 
5,203,5 555 10,981,928 3,445,470 6,775, 09 
5,941,363 6,415,307 1,986,914 5,529 194 
1,040,480 1,822,671 1,148,730 1,835, 74, 
787,248 1,308,975 699,902 1,136.97; 
16,338,895 22,314,525 7,969,189 16,959 /36: 
2,761,593 3,064,723 1,110,369 2,6 24°% 
669,759,454 899,362,487 448,826,267 663,895.69 
17,449,355 725,809,2497 9,976,631 17,334'944 
3,050,711 4,679,284 2,192,412 3° 794'994 
153,179 233,795 102,700 270,933 
1,165,364 1,204,030 357,742 — 1,049,831 
543,983 1,754,363 697,871 1,289,936 
1,988,236 3,216,848 1,911,058 2, 984.644 
260,696 404,430 236,775 303,607 
1,308,491 2,029,605 886,780 — 1,370,499 
3,745,482 7,135,041 3,189,824 5,541.49 
508,110 703,388 338,151 547.499 
1,669,998 2,261,732 531,995 1,723,967 
2,649,317 4,663,322 2,282,795 3,350,745 

contingency reserves. 

d. 

—_— 








The latter form has a lower yield on 
the annuity side but has the advantage 
of less consideration required to put 
it in force. It is issued up to age 85. 
The optional settlements are on a 3 
percent guaranteed basis. The annuity 
return varies with age and sex but aver- 
ages 2.5 to 2.6 percent. The limit is 
$110,000 consideration. 

Prudential issues this form to age 66 
with a limit of $110,000 consideration. 
Interest guaranty on the options is 2% 
percent. 


ILLUSTRATIVE RATES 


Illustrative rates of Prudential for 
$110,000 consideration are: Male—age 
30, $100,000 life insurance, $44,059 single 
premium; annual annuity of $2,560.49, 
consideration $65,941; age 50, life insur- 
ance, single premium $64,253, annual an- 
nuity of $2,494,581, consideration $45,747; 
age 60, life insurance, single premium 
$75,799, annual annuity of $2,416.98, con- 
sideration $34,201; age 66, life insurance, 
single premium $82,347; annual annuity 
of $2,373.72, consideration $27,653; 
female—age 30, life insurance, single pre- 
mium $44,059; annual annuity of $2,- 
418.06, consideration $65,941; age 50, life 
insurance, single premium $64,253; an- 
nual annuity of $2,247.09, consideration 
$45,747; age 60, life insurance, single 
premium $75, 799; annual annuit of $2,- 
103.36, consideration $34,201; age 66, life 
insurance, single premium $82,347; an- 
nual annuity of $2,013.97, consideration 
$27,653. 

Pacific Mutual has an $11,000 maxi- 
mum. It issues to age 70. Yield is 
about 2% percent and interest guaranty 
of 2% percent if funds are withdrawable 
and 3 percent if fixed 

Business Men’s Assurance limits to 
$27,500 consideration, but will issue at 
advanced ages. The annuity return rep- 
resents 3 to 4 percent on the considera- 
tion, but B. M. A. is revising its rules on 
this contract at the end of March and 
probably will impose further restrictions. 
The return to males now is about 3% 
percent and to females 3 to 3% percent. 
On the life portion 3%4 percent now is 
guaranteed on options but this is ex- 
pected shortly to be reduced. 








Yield on Contract Illustrated 


Percentage returns are: male, age 30, 
3.33; age 60, 3.54; age 81, 4.01; age 
85, 3.99; female, age 30, 3.20; age 60, 
3.23; age 81, 3.45; age 85, 3.40. 

Travelers has a limit of $25,000 con- 
sideration and will issue to age 70. The 
yield is 2 to 2.25 percent. 

Sun Life of Canada has $50,000 limit 
and will issue to age 70. This com- 
pany in an article last week was in- 
correctly credited with having discon- 
tinued this contract. The yield is 2 to 


2.25 percent and interest rate guaranteed 
on the options is 3 percent. 

Sun Life will not accept this business 
from brokers. 

Connecticut General issued the con- 
tract on nonmedical basis until about 
two years ago but now requires medical 
examination. Its limit is $110,000 con- 
sideration. 

There are a number of other com- 
panies which write it on the medical 
‘basis but this does not have the sales 
appeal of the nonmedical. 

Many Advantages Are Cited 

Chief among the advantages of own- 
ing such a contract are that it provides 
a simple estate program which replaces 
high grade bonds as an investment, 
provides a guaranteed face value and 
return, settlement options which are 
found in the life insurance contract, 
with the various methods that are pro- 
vided for leaving the proceeds to bene- 
ficiaries, and flexible beneficiary pro- 
visions. There is no limit on the number 
of beneficiaries which the owner may 
designate so long as they have an insur- 
able interest. The proceeds are free 
from probate and administration costs, 
attorney fees and other court costs. 
The contract is fine collateral. 

Life men say if the move to eliminate 
tax exempt securities, and especially tax 
exempt government obligations, is ac- 
complished, the single premium life- 
annuity combination contract might be 
more desirable on the tax side than 
government bonds, even in the light of 
the Supreme Court’s decision. 

Use of Gift Tax Exemption 

Agents with prospects for this con- 
tract under existing revenue laws could 
arrange for the contract to be given 
outright to the beneficiary, the purchaser 
divesting himself of all incidents of 
ownership in the life insurance portion. 
They say initially the gift of $40,000 
is exempt from tax, plus $4,000 addi- 
tional gift each year to any individual. 
Thus a man of wealth could give away 
a sum of $40,000 initially to a number of 
selected persons by purchasing units 
of this contract at $1,100 each and then 
continue to buy additional units with a 
consideration of $4,000 annually for each 
of the persons. These amounts would 
be exempt from the gift tax. 

If he desired to accomplish his pur- 
pose more quickly and exceeded the gift 
tax exemption, his estate would have to 
pay only about three-quarters of the 
tax on excess gifts that it would have 
to pay as estate tax to the government. 

The article last week erroneously set 
the gift tax exemption at $5,000 annually 
per beneficiary. The sum used to be 
$5,000 but was reduced several years 
ago. 

Just the thing to convince hard boiled 


prospects—“24 Men in 24 Years.” 8 book- 
lets $1 from National Underwriter. 


Home Life Reports 
in News Style 


One of the most interesting of the 


series of “humanized” 


reports 


to policy- 


holders that have made their appearance 
this year is that of Home Life of New 


York, 


paper pattern. 


Made News 


which has employed the news. 


It has gotten out an 
eight-page publication entitled “Home 


,’ attractively made up and 


illustrated with pictures of various off- 


cials, 


illustrative graphs. 

The officers feel that the variety in 
makeup will induce policyholders to read 
the report and observations more care- 
fully than if they were confronted with 


solid reading matter. 


directors and containing several 


In this newspaper, 


Home Life undertakes to reveal many 
of the problems that are faced by con- 
pany management and the solutions that 
have been found. 


Example of “news 


” 


as Home Life re- 


viewed its operations is a story showing 
how life insurance premiums are con- 
over the by-line of 


puted, prepared 


William J. Cameron, vice-president and 


actuary. 


revenue and allocation. 


Another story reviews the 1940 
In Home Lite 


8014 cents of each dollar received was 
back to policyholders ot 
added to assets for the policyholders 


either paid 


future 
Cruess, 


use. 


An 


underwriting 


other story 


vice- 


by Leigh 
president, 


deals with the effect of the defense pro- 
gram on the problem of underwriting 
those exposed to the draft and to avia- 


tion trainees. 


Two pages of the newspaper are de- 
voted to describing Home Life’s method 


in 


providing 


adequate 


professional 


advice to policyholders along with satis- 


factory sales growth. 


There is 


s support: 


ing evidence of a widow who had beet 
the direct beneficiary of the sales ob- 


jective. 


Ohio State Life Honors 
McFarland in Cincinnati 


McFarland, 
agent of Ohio State Life, was honore 
with a dinner by officers of the com 


James 


pany. 


volume of production in 1940, this being | 
the second time he secured first place. | 
Barnes, vice-president ant | 


Frank L. 


Gs 


Cincinnati 


He led the company’s agents in 


0 


agency director, gave an address laud- 


ing Mr. McFarland’s production leader | 
Walter Eberle. director of Ohio 7 
toastmaster. 
also spoke. 
of the company 
president also of Buckeye Union 
said a few words. : 
the Cincinnati agency and the officers 


ship. 
State 
Adams, 
Jones, 


acted 


ualty 


as 


president, 
director 


Me 


Claris 
Fr edrick 
and 


were accompanied by their wives. 
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| Connecticut Savings 
Bank Bill Advanced 


Senate Committee 
Approves Life Insurance 


Measure 


HARTFORD—The Connecticut sen- 
ate banks committee has voted 2 to 1 


' to make a favorable report on a bill 


to permit mutual savings banks to sell 
lie insurance. The house banks com- 
mittee sat with the senate group at the 
hearing, which was held before packed 
galleries. The house committee deferred 


action on the measure in order to give 


than $200 payable in any one year. 


ample opportunity for expert testimony. 
The bill authorizes mutual savings 
hanks to issue life insurance and annui- 
ties. A limit is set at $1,000 for each 
policy or $3,000 for a single risk. 
Annuities can be issued for not ae 
minimum $10,000 guaranty fund is re- 
quired of each bank which can be raised 
by issuance of certificates of $10 par 


' value and to bear not more than 4 per- 
' cent interest. The guaranty funds would 


be administered by five trustees ap- 
pointed by the governor. 


Savings Bank People Present 


With the exception of two legislators 
and two insurance counselors, advocates 
of the bill were persons connected with 


- savings bank insurance departments in 


Boston and New York, including Judd 
Dewey, Massachusetts deputy insurance 


' commissioner; L. P. Scott of the Lynn 


(Mass.) 5-cent Bank; E. A. Richards, 


_ president East New York Savings Bank, 


and a trustee of the New York system, 
and Charles Plant, another New York 
banker. Labor representatives favored 
the bill as offering a cheaper life insur- 
ance policy to the worker. 

Mr. Dewey said the life insurance 
business is “the easiest business in the 
world” and that “there is no risk in it.” 
He claimed the Massachusetts system 
provides coverage at half the cost of 
that bought from companies and that a 
person can get three or four times as 
much insurance in the system than 
through the companies. He said recent 
dividend reductions in seven Massachu- 
setts banks were a step “to strengthen 
surplus accounts.” 


Insurance Men Heard 


Opposing the bill were many impor- 
tant Hartford insurance officials as well 
as Walter Perry, bank commissioner, 
who said the savings banks “have 
enough to do to take care of their regu- 
lar business.” Peter M. Fraser, vice- 
president Connecticut Mutual Life, 
stressed the importance of the industry 
to Connecticut and said insurance was 
in conflict with sound banking. Also 
opposed were Joseph McCance, repre- 
senting the Connecticut Life Underwrit- 
ers Association; Arthur M. Collens, 
President Phoenix Mutual Life; John M. 
aird, vice-president Connecticut Gen- 


_ eral; James R. Herman, Metropolitan 


SCRE MUG ES 





edi 


Life; Berkeley Cox, counsel Aetna Life, 
as well as the president of the Hartford 
Chamber of Commerce and various 
legislators, 

Speaking against the bill, Mr. Fraser 
declared: “Connecticut should stand with 
the 46 states that have not adopted sav- 
ings bank life insurance systems. Ap- 


in other states. The ultimate effect 
cannot help but be harmful to the Con- 
necticut companies and impair their tax 
paying ability,” he pointed out. 


Would Harm Agents 


Moni Collens said he opposed the bill 
€cause of the harm it would do com- 
Dany agents. He was supported by Mr. 
7c ~ance who said the bill is “unfair and 
Pre legislation against our jobs. As 
oo and taxpayers, not only as life 
in ance agents, we object to any sav- 
8S bank life insurance, no matter how 





limited in amount. We would be help- 
ing to support an unnecessary, unsuc- 
cessful and competitive business.” 

A substitute bill was presented by the 
Mutual Savings Bank Association which 
called for a central insurance association, 
with a capital fund of $200,000 to be 
raised by participating banks. H. P. 
Spillane of the association legislative 
committee, said officers of eight or more 
banks would be interested in subscribing 


$25,000 or more than 1 percent of their 
assets in launching the system. He said, 
however, that there was no enthusiasm 
by the banks for the establishment of the 
system but that if the general assembly 
decided there was a definite need of it, 
the banks wanted to go in on a safe and 
sound basis. 





Sam C. Pearson of Kansas City, gen- 
eral agent in western Missouri of the 


Northwestern Mutual Life for 25 years, 
has just completed 35 years’ continuous 
service with the company, five years as 
general agent at Joplin, Mo., before go- 
ing to Kansas City and five years pre- 
viously as agent in Ottawa, Ill. His 
son, Sam C. Pearson, Jr., associated 
with his father, is chairman of the 
young men’s division of the Kansas City 
Life Underwriters Association, and is 
making a strong record. 





Bonds: 


Steet... sss. 


of Texas. 





Cash in Bank and Office................ 


Total Liabilities ......... 


Insurance in Force 


Over 53 Million 


A LEGAL RESERVE LIFE INSURANCE COMPANY WITH ADDITIONAL 


ASSETS 


oeoeeeree eee eee e 


eoeereeeeve ee 


First Mortgage Loans on Real Estate.......... 
Real Estate ...... 
Loans on Company’s Policies... .. seaseesaun 
Interest Due and Accrued.......... 
Premiums Due and Deferred................. 


Total Admitted Assets.................. 


LIABILITIES 


Payments to Policyholders and 
Beneficiaries Since Organization 


Over 31 Million 


REGISTERED POLICY PROTECTION 


of TEXAS 


W. T. O}'DONOHUE, President 
—DALLAS— 


FINANCIAL STATEMENT 


DECEMBER 31, 1940 


wererer $ 1,278,300.66 


Fully Guaranteed by U. S. Government... .. 
State, County and Municipal............. 


Railroad ... 
Utilities .... 
Industrial and Miscellaneous............. 


Reserve and Other Liabilities to Policyholders. . 
Reserve for Federal and State Taxes... .. 
Claims Due and Unpaid...... 
Reserve for Claims Reported, Proof not Received 

and for Claims not yet Reported............. 
Reserve for Premiums and Interest Paid in Advance 
All other Liabilities... .. 
Surplus Protection for Policyholders.............. 


POTTS TTee TTT. 


*This item less the amount of policy loans and due and deferred premiums 
is covered by approved securities deposited with the Insurance Department 


RESERVE LOAN LIFE 
INSURANCE COMPANY 


101,391.63 
235,539.25 
, 251,599.19 
kes 663,353.77 
+ 439,740.25 
300,147.13 
2,885,133.03 
.. 2,548,490.21 
2,214,333.26 
68,999.82 
261,064.18 





. .$11,248,092.38 


. .*$10,482,423.36 
60,000.00 
None 


44,981.32 
76,503.45 
16,805.86 
567,378.39 
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Cheek: -up on Reading 
Needs Under Way 


Use Special Card in 
This Issue for New 
Orders 


Tus NATIONAL UNDERWRITER is holding 
its semi-annual subscription check-up in 
an effort to see that all agents and com- 
pany men are taking advantage of its 
publications. 

In this issue is a special subscription 
card covering THE NATIONAL UNDER- 
WRITER'S five periodicals: THE NATIONAL 
UNDERWRITER Fire & Casualty Edition, 
Tue NATIONAL UNbERwrITER Life Edi- 
tion, The Accident & Health Review, 
The Casualty Insuror and the Insurance 
Exchange Magazine. The card is to be 
used for ordering new subscriptions 
only and not for renewals. 


Opportune Time 


This is an especially opportune time 
to subscribe to THE NATIONAL UNDER- 
writER Fire & Casualty Edition as a 
wealth of statistical material is being 
published in the current issues and next 
month the annual Automobile Edition 
will be sent to all subscribers without 
extra charge. 

The annual Life Payments Number 
of THe NATIONAL UNDERWRITER will be 
sent to all paid subscribers of the Life 
Edition in May. A number of statistical 


tabulations are being published in the 
current editions which make it well 
worth while for those writing life in- 


surance to have their own personal sub- 
scriptions at $3 a year. Leading life 
agents find it worth while to have the 
paper sent to their homes in order that 
they can read it at leisure rather than 
depend on getting their turn on the 
office copy. 

Those who write fire and casualty 
lines and life insurance find it advan- 
tageous to take advantage of the special 
combination rate of $5.50 a year for both 
editions. 


Survey Edition Off Press 


The annual 64-page Survey Edition 
of the Accident & Health Review will 


be off the press this month and will be 
sent to all subscribers in addition to the 
regular 12 issues This number is 
looked forward to with great interest 
by everyone connected with the accident 
and health business and contains a 
wealth of sales material and statistical 
matter. Copies of the Survey Edition 
are saved the year around for reference. 
The accident and health insurance busi- 
ness has shown a sharp increase in re- 
cent years and agents will find it profit- 
able to subscribe to this publication at 
$2 a year in order to keep up with the 
latest information and methods on in- 
creasing premiums. 
Packed with Sales Suggestions 

There is a great emphasis on the cas- 
ualty business and possibility of increas- 
ing premiums on these lines at the pres- 
ent time. Every producer should sub- 


scribe to the Casualty Insuror at $1.50 
a year. This monthly sales and educa- 
tional magazine provides essential 


background materia! and is packed with 
sales suggestions. Clippings of news- 
paper reports of automobile and general 
liability verdicts are a popular feature. 
Court decisions are analyzed interest- 
ingly from a sales standpoint. 

The Insurance Exchange Magazine is 
published for distribution in the Chi- 
cago and Illinois area and is one of the 
most popular publications issued by THe 
NATIONAL UNDERWRITER. It contains a 
monthly review of the news in the Chi- 
cago district as well as numerous sales 
articles and suggestions for increasing 
business. The $1 a year subscription 
price is so low that producers cannot 
afford to be without this live wire paper. 

The outstanding publication for life 
insurance debit men is the Industrial 
Salesman. Each month it contains nu- 
meroushelps for increasing both indus- 
trial and = ordinary production. The 
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Voie Mutual Life Names 
Wible Cincinnati Manager 

















WIBLE 


CHARLES H. 


Charles H. Wible has been named 
manager of a new Cincinnati agency of 
Union Mutual Life located in the Ca- 
rew Tower. A native of Bedford, Ind., 
and a graduate of Purdue University, 
he has been associated with the S. P. 
Ellis agency of Provident Mutual for 
the past three and one-half years as 
assistant to the general agent. Prior 
to his Cincinnati associations, Mr. 
Wible was located in Chicago. 

He is a director of the Cincinnati As- 
sociation of Life Underwriters, and a 
member of the committee on life insur- 
information of the National As- 


ance 
sociation of Life Underwriters. 
Grant E. Dorrell, also formerly asso- 


ciated with the S. P. Ellis agency, has 
been named associate manager of the 
new agency. 


Aetna Life Awards Five 
Units President's Trophy 


Five general agencies of Aetna Life 
have been announced as winners of 
the annual award of the President’s 
Trophy, presented on the basis of 
greatest agency improvement during 
the year with emphasis given to growth 
of full-time organization, lapse ratio, 


new business increase, development of 
financially successful agents, and policy- 
holder service activities. 

The honored agencies are: The Blos- 
ser & Hill agency, Toledo; the E. C. 
Deckard agency, Columbus, O.: the C. 
I. Mann agency, Jacksonville, Fla.; the 


W. F. 
and the 
Hartford. 


Grant agency, Concord, N. H.; 
Shepard & Company agency, 


N. W. Mutual General Agents 
to Meet at Excelsior Springs 


A meeting of all general agents of the 
Northwestern Mutual Life will be held 
at Excelsior Springs, Mo., April 1-4. 
Home office executives expected to at- 
tend are M. J. Cleary, president; Percy 
H. Evans, vice-president and actuary; 


Grant _ _ Hill, director of agencies; Dr. 
19s, 3 Wenstrand, medical director; 
D. N: ae assistant secretary, and 


several 
agencies. 
Chairmen of 


of the assistant directors of 
the entertainment com- 
mittee are Mr. and Mrs. Sam C. Pear- 
son of Kansas, the hosts. Others on 
the committee are Mr. and Mrs. George 
Metzger, Kansas City, Kan.: Mr. and 
Mrs. C. H. Poindexter, Louis, and 
Mr. and Mrs. R. J. Shipley, San Fran- 


cisco. 





subscription price is $1.25 a year. 
Check over the subscription card in 

this issue and mail it direct to THE 

NATIONAL UNDERWRITER at once. 


State Supervision 
Stressed at Dinner 
for Mich. Officials 


LANSING, MICH.—At the dinner 
given by the Michigan Association of 
Life Underwriters for Governor Van 
Wagoner and Commissioner Berry, with 
about 200 in attendance, the governor 
declared himself more emphatically than 
ever before in support of a materially 
increased appropriation for the Michigan 
department, but remarked that he could 
not guarantee that the legislature would 
do everything he asks. 

He read a letter he had sent to E. 1 
Balkema, Detroit, president of the state 
association, outlining his recommenda- 
tions for the department, and reiterated 
and elaborated on them, reviewing also 
the proposed reorganization of the de- 
partment. 


Canadians Are Speakers 


Commissioner Berry, who had been 
complimented by the governor as fully 
up to the high standard set for Mich- 


igan commissioners in the past, spoke 
briefly. He -and the governor both 


stressed Michigan’s responsibility to pro- 
vide a high type of insurance supervision 
because the state is port of entry for 
Canadian companies. Several Canadian 
company men and supervisory officials, 
headed by H. D. McNairn, Ontario su- 
perintendent, and R. Leighton Foster, 
general counsel, Canadian Life Insur- 
ance Officers Association, were among 
the guests. 

Mr. Foster stressed the need for ade- 
quate supervision. He said the Canadian 
system, in which adequate funds for su- 
pervision are assured through a levy 
which is gladly paid by the companies, 
has proved itself, in that no Canadian 
company has ever failed to meet its lia- 
bilities 100 per cent. The insurance 
business generally, he said, has been the 
most international of financial enter- 
prises involving the neighbor nations 
and has helped greatly to cement them 
in ties of friendship. 


Robbins Raps TNEC Report 


Col. C. B. Robbins, manager and gen- 
eral counsel American Life Convention, 
stressed its emphasis on the need for 
strict state supervision of life insurance. 
He read a convention resolution first 
adopted in 1906 and reiterated in 1914 
and 1939 in which this policy was set 
forth and federal supervision opposed. 
He said the few blotches on the life in- 
surance record during the depression 
days and throughout the years before 
and after would have been held to a 
much lower minimum if high grade state 
supervision had been maintained gener- 
ally. 

He said the O'Mahoney report fol- 
lowing the TNE C investigation was par- 
ticularly unfair in its emphasis of life 
insurance investment in “big business” 
while ignoring the huge volume of in- 
vestment in the mortgages which have 
made home ownership possible for mil- 
lions of persons throughout the nation. 
He said the life companies are bv far 
the biggest investors in FHA _ mort- 
gages. President Balkema was _ toast- 
master. 

Among the company executives at- 
tending were: O. J. Arnold, president 
Northwestern National Life; W. J. Beat- 
tie, assistant general manager Canada 
Life; C. S. V. Branch, second vice-presi- 
dent Sun Life of Canada; J. T. Bryden, 
assistant treasurer North American Life 
of Torento; C. G. Taylor, Jr., vice-presi- 
dent, and S. D. Risley, assistant super- 
intendent of agencies Metropolitan Life; 
J. H. Evans, vice-president Ohio Na- 
tional Life; G. E. Merigold, general at- 
torney Prudential; A. J. McAndless, 
president Lincoln National Life; J. H. 
Lithgow, general manager Manufac- 
turers Life; E. P. Huttinger, agencwv sec- 
retary Penn Mutual; Carl Mitcheltree, 
vice-president Columbus Mutual Life; R. 
S. Rust, secretary Union Central Life; 
G. A. Sattem, superintendent of agencies 
Mutual Life of New York; Walter Teb- 
bets, vice-president New England Mu- 
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Ss. F. 


SMITH 

F. H. Haviland, agency vice-president 
Connecticut General, presented a certif- 
cate for outstanding accomplishment in 


1940 to S. F. Smith, manager Philadel 
phia agency, at a luncheon meeting 
March 7. 


The agency made a phenomenal rec- 
ord in 1940, with approximately $9,500. 
000 in paid life volume, $390,580 of paid 
life premiums and an increase in the 
accident and health account to over 
$100,000. Thirty-one men qualified for 
the company’s honor roll during the 
year, seven for the president's club and 
four for the vice-president’s club. The 
Smith agency has won a certificate fo 
outstanding accomplishment every year 
that they have been awarded. Speakers 
at the luncheon were John M. Laird. 
vice-president; Mr. Haviland and Mr 
Smith, who is a top-notch producer in 
his own right and has been active {or 
ig in the Million Dollar Round T:- 
le. 








Connecticut Rally Speakers 
Announced for March 21 


Five top-ranking speakers for the ar- 
nual educational conference of the Cor 
necticut State Association of Life Us: 
derwriters at the Yale Law Schoo 
Auditorium, New Haven, March ?!. 
have been announced by Robert C. Mix, 
general agent, State Mutual, Nev 
Haven, chairman of arrangement 
Speakers are Commissioner Blackall 
James E. Bragg, manager Guardia! 
Life, New York; A. R. Jaqua, associ 
ate editor, Diamond Life Bulletins, Cin- 
cinnati; Vincent Talbot, general aget! 
Northwestern Mutual, Newark, ant 
Jack Spence, Penn Mutual. Herbert 
Behan, Massachusetts Mutual, Hart 
ford, is vice-chairman of the conference 

Committee chairmen are: Robert 
Ober, Connecticut Mutual, New Ha- 
cen, promotion and _ ticket distribution 
John Duncan, Travelers, New Haven 
printed program; Stanley Trotmat 
Northwestern Mutual, New Bae 
reception; W. L. Camp. 

Mutual, Hartford, publicity. 


— 


Actuaries Plan Convention 
June 5-6 at Toronto 


The American Institute o 
will hold its annual meeting - 
Royal York Hotel, Toronto, June 
This date has just been announced. 

The program for the meeting anole 
being worked out and will be announce 
the latter part of April. 


f Actuaries 
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Metropolitan Death 
Benetits Paid Last 
Year Are Analyzed 


Payments to beneficiaries and policy- 
holders in all departments of Metropol- 
itan Life amounted to more than $182,- 
000,000, or more than some $30,000,000 
above the total paid out in 1930. Since 
mortality has decreased during the 
period and in 1940 was lower than ever 
before, this sharp rise reflects the growth 
of the company. 

Last year about 80 percent of the total 
payments were made on account of 
death from natural causes, as compared 
with 83 percent ten years earlier. Heart 
disease ranked first, on the basis of 
money disbursed, as it did in 1930. 
Twenty years ago it was outranked by 
influenza, pneumonia and tuberculosis. 





Organic Heart Diseases Rank High 


The actual payment on organic heart 
disease in 1940 amounted to more than 
$33,051,000. At the same time payments 
for the related diseases of the coronary 
arteries amounted to more than $24,- 
180,000, thus making one-third of all 
claim payments the result of diseases of 
the heart and arteries. 

Two other diseases which frequently 
occur concurrently with diseases of the 
heart and arteries, and which practically 
complete the so-called cardiovascular- 
renal group, namely, cerebral hem- 
orrhage and chronic nephritis, ranked 
fourth and fifth among natural causes 
in 1940. They were responsible for 
about $24,500,000 in claim payments. 
The grand total for this group thus ap- 
proached one-half of all claim payments 
in 1940, as compared with one-third in 
1930 and one-fourth in 1920. 


Cancer as Cause Is Second 


The second ranking cause of death in 
1940 was cancer, which held the same 
position among the natural causes of 
death 10 years ago, but which was 
fourth 20 years ago. The total paid 
out tor cancer last year was well over 
$25,000,000. Tuberculosis, which ranked 
fourth in 1930 and second in 1920, 
dropped to sixth place in 1940. It ac- 
counted for only 4 percent of the total 
payments. 

Influenza and pneumonia, which 20 
years ago ranked first and 10 years ago 
third, fell to seventh position last year. 
Disbursements dropped from 18 percent 
of the total in 1920 to 4 percent in 1940. 
Diabetes ranked eighth as a cause in 
1940, it having increased gradually in 
the past 20 years. : 

The external causes accounted for 12 
percent of the total claim payments last 
year and have reduced some 434 percent 
in the last 10 years. The biggest item 
Z this list is $16,512,000 for accidental 
leath. Payments on account of death 
‘rom automobile accidents alone 
amounted to a total of over $6,759,000, 





“Ad” Expert Praises 
Holgar Johnson Column 


; PHILADELPHIA — John Jackson, 
“Presentative of the American News- 
a ad Publishers Association, speaking 
Pray the monthly meeting of the Key- 
rs — Life Advertisers Associa- 
por sald that advertising that is inter- 
neuen as well as educational and pat- 
a Fa the popular syndicated col- 
psa — a great deal of reader in- 
saan 1€ voiced the opinion that the 
pra of the Institute of Life In- 
iow tat 1s doing an excellent job in giv- 
pn ormation to a large number of 
at a proportionately low cost. 
“t. Jackson said advertisements fea- 
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FRANK W. SIMPSON 


The organization of Frank W. Simp- 
son, branch manager at Detroit of Do- 
minion Life, led the entire company in 
premium income for 1940. Mr. Simp- 
son’s branch has been consistently up 
with the leaders during the past several 
years. 








Western & Southern 
Report Sparkles 


Western & Southern Life has pub- 
lished its new annual statement in four 
color lithography. Attention-getting, in- 
terest-arousing artwork is used to 
dramatize the central idea—the sound- 
ness and stability of life insurance pro- 
tection and how it works. 

Charles M. Williams, executive vice- 
president, is credited with having in- 
spired this treatment in enlightened, sim- 
plified, easily-understood fashion. 

Life insurance is pictured as a “Wall 
of protection” around a city bustling 
with various activities. This town is 
portrayed as “Americaville.” There is a 
church, with a wedding party emerging; 
a super-service station, recreation park, 
school, Main street, the homes and gar- 
dens, stores, factories, fire station. 

Each huge block in the “Wall of pro- 
tection” represents a certain group of 
Western & Southern assets. Each block 
is labeled, “U. S. bonds, city and farm 
properties, cash.” 

Opening the eight-page folder, there 
again is presented in color, the picturiza- 
tion of each asset. U. S. bonds are 
represented by a view of the capitol 
building; preferred stocks become real 
when pictured as busy factories, accrued 
interest is portrayed by a symbolic 
drawing. 

A cross section of the wall is shown 
to picture the liabilities. 

In simple detail on the next page, type 
is used without illustration to list, total 
and balance the assets and liabilities. 

The back cover carries a statement 
of policy of Western & Southern Life 
signed by both C. F. Williams, presi- 
dent, and C. M. Williams. 

The field force, who will use the state- 
ment as a piece of sales-help material, 
expresses high approbation. 





London Life Advances Weir 


Harold I. Weir has been appointed 
assistant superintendent of agencies for 
London Life of Canada. 

Mr. Weir entered the business in 1930 
at Owen Sound, becoming district su- 
pervisor there for London Life in 1933. 
In 1936 he took over the Kitchener 
territory, became manager at Ottawa 
and then at Toronto. 


A PROBLEM BECOMES 
AN OPPORTUNITY 


One fact about the Arnold System of renewal commis- 
sions not yet fully appreciated is the magnitude of the 
pull it exerts on the agent to do a better job of serving his 
policyholders. Because it pays so liberally for policyholder 
satisfaction (best measured by persistency of business), 
the agent has a much greater financial incentive to keep 
his business in force than he has under the standard sys- 
tem—his potential renewal earnings are over 2!4 times 
greater. 

NWYNL fieldmen have already found in seventeen 
months under the Arnold System that responding to this 
incentive does not mean “pestering” policyholders to keep 
their business in force. Rather it means writing it right in 
the first place and giving helpful, intelligent service as 
needed after the sale. The top-notch agent in the NYNL 
organization, with close to a 100% renewal ratio, is now 
doing just about what he has always done but he is paid 
for it much more liberally than before. Now his compen- 
sation accurately reflects his true value to the Company 
as the producer of an unusually high proportion of profit- 
yielding renewal premiums. 

To the agent with a less favorable renewal ratio the 
Arnold System offers the potent incentive of much higher 
pay for a higher level of policyholder satisfaction. This he 
can achieve by writing better quality business and keep- 
ing it on the books longer; and as he improves the quality 
of his work he earns a higher and still higher rate of pay. 

This is what we mean when we say that the ARNoLD 
SystEM TO Betrer Rewarp Better Service has 
opened up new opportunities to NYNL agents which they 
are just now beginning to explore. We would not go so 
far as to say that a compensation method founded on this 
System offers the only solution to the agents’ compensa- 
tion problem which now confronts the life insurance busi- 
ness. But assuredly we do not believe that a permanent 
solution can be found under any method which fails to 
recognize that we are faced not alone with the problem 
of better pay fox the agent, but also with the opportunity 
to improve the quality of life insurance service to the 
public. Such an improvement would have far-reaching 
beneficial effects—it would, for example, better immeas- 
urably our public relations. And NYNL’s experience with 
the Arnold System has confirmed our faith that when a 
way is found to pay adequately for a better job, that better 
job will be done. 

Whenever a major advance in our business pushes back 
old horizons, new opportunities to improve the usefulness 
of our service immediately challenge us. This has always 
been true; this is the course of progress. The opportunities 
which life insurance faces today, if we will but seize them, 
offer benefits which far outweigh the difficulties involved. 
There are intelligence, imagination, and courage aplenty 
in the life insurance business to improve the quality of its 
service to the public—enough indeed to justify our echo- 
ing the poet’s belief that “the best is yet to be.” 


—An advertisement of NortHweEstErRN National 
Lire Insurance Company of Minneapolis 
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How Life Insurance 
Fares in Gr. Britain, 
Norway, Denmark 


The “Review” of London, which is 
keeping track of life insurance produc- 
tion in 1940 in Great Britain as com- 
pared with the previous year, now finds 
that the production for 1940 is 33.4 per- 
cent below that of 1939, and 47.3 percent 
below that of 1938. The decline would 
have been bigger, according to the “Re- 
view,” except for group life and pension 
ns which has kept up remarkably 
well. 

The “Review” also reports on life 
insurance conditions in Denmark and 
Norway. In Denmark new business 
stopped at the invasion but was soon 
revived and at the end of the third 
quarter of 1940, new business figures had 
reached 84 percent of the 1939 total. 
Lapses and surrenders rose after April 
9, 1940, and policy loans increased which 
caused several companies to raise the 
rate of interest on such loans to 6 per- 
cent. Later the situation improved and 
the rate was lowered to 5 percent. 
Lapses and surrenders to the end of 
third quarter of 1940 were only 7 per- 
cent more than in 1939. 

In Norway the life companies were 
about to change their valuation basis 
from 4 percent to 3 percent when war 
broke out. They were also about to 
revise their war risk clauses and the 
agreed new conditions were put into 
effect on the outbreak of the war. 

Up to Sept. 15, 1940, 667 war risk 
deaths had been advised, covering a 
total sunt assured of kr. 2,250,000. The 
interest level had already commenced to 
fall before the invasion and a further 
reduction was made administratively in 
May, 1940. This will cost the life com- 
panies kr. 5,000,000 for the period June 1 
to Dec. 31, 1940. Ordinary bonuses have, 
therefore, for the time being been can- 
celed and savings introduced in many 
spheres. Collection of premiums has 
been difficult but generally speaking 
satisfactory. The companies have agreed 
to keep in force seamens insurances until 
one month after the end of the war, 
irrespective of premium payments, but 
not after Oct. 1, 1941. A certain fear 
of inflation is noticeable but it has not 
been strong enough to hinder new pro- 
duction, 





Institute Examinations May 5-10 


The Life Office Management Asso- 
ciation Institute will hold its annual ex- 
aminations May 5-9. There are 2,506 
students enrolled who will take 4,481 
examinations. They represent 116 com- 
panies, nine fraternals and several in- 
surance state departments, colleges and 
universities. Approval has been given 
to the taking of an examination as an 
alternative to the preparation of a thesis 
for completing the institute’s fellowship 
requirements and 63 of the 120 eligible 
students have enrolled for the fellowship 
examination which are being given for 
the first time this year. More than 2,- 
600 certificates and more than 650 as- 
sociateships and diplomas have been is- 
sued by the institute. 


JEFFERSON STANDARD ACTIVE 


Thirty-nine members of Jefferson 
Standard Life branch and home office 
staff are pursuing studies in the Life 
Office Management course, the largest 
number in the history of the company. 
Twenty-two of the students who are 
registered for the 1941 examinations are 
engaged in home office work, and 17 are 
members of branch office staffs. 





J. Milton Olsen, Cheyenne, Wyo., 
was the first to make the $100,000 Club 
of the Pacific National Life in 1941, 
with $103,580 on personal paid for busi- 
ness. His agency now has in force $2,- 
003,168, the first agency to make the 
$2,000,000 mark. It was also the first 
to make the $1,000,000 mark on Sept. 
30, 1937. 





Insurance Reporting Chief 
in Business 50 Years 





NEW YORK—March 12 marked the 
50th anniversary of the entry into the 
insurance business of Alfred M. Best, 
founder and president of the insurance 
reporting and publishing company bear- 
ing his name. He started with the 
Queen, of which the late George W. 
Burchell was the then vice-president 
and directing head. In 1897 Mr. Best 
conceived the idea of establishing a 
service to supply unbiased reports on 
the financial status of insurance carriers 
of all types. Two years later the Al- 
fred M. Best Company was launched. 
Today the company occupies several 
floors in its own building here and has 
branches in Chicago, Cincinnati, At- 
lanta, Boston, Dallas and Los Angeles. 

Mr. Best is in demand as a speaker 
at important insurance and_ other 
gatherings, and his talks are widely cir- 
culated. In recognition of his annivers- 
ary his office staff tendered him a lunch- 
eon and presented him a leather-bound 
booklet commemorating the day, auto- 
graphed by all in attendance. 


Federal Life Regulation Is 
Seen by E. A. Zimmerman 


From an abundance of evidence in the 
past few years, the conclusion is ines- 
capable that federal regulation, at least, 
of life insurance is desired by the pres- 
ent administration. 

Documentation of this evidence was 
presented by Edward A. Zimmerman, 
Chicago attorney, to the Chicago Life 
Insurance Lawyers Club, in a paper, 
“Shades of Yesterday and Shadows of 
Tomorrow.” Lewis A. Stebbins pre- 
sided. 

The club is planning a dinner for In- 
surance Director Jones of Illinois as 
soon as Mr. Jones sets a date. 

Sketching in the legal groundwork on 
which life insurance made such a tre- 
mendous growth, Mr. Zimmerman be- 
gan his documentation in detail with 
March 4, 1933. With the evidence 
speaking for itself, Mr. Zimmerman’s 
material briefed a powerful trend that 
seems at present irresistible. 

The “evidence” included increasing 
power of bureaucrats, planned economy, 
inveighing against the profit motive, the 
fight on the supreme court, unioniza- 
tion of agents, conscription of industry 
under the selective service act, the de- 
cline in — on life company invest- 
ments. ut most significant milepost 
probably is the TNEC-SEC investiga- 
tion and report. The finding of this in- 
vestigation that the life insurance busi- 
ness “is conducted on an_ interstate 
basis” is particularly important in view 
of the legal framework within which life 
insurance has grown. Interlocking di- 
rectorships, company failures, savings 
bank life insurance—these and others 
were detailed by Mr. Zimmerman. 

Even lawyers apparently are not to 
escape, in view of the current case in- 
volving the American Medical Associa- 
tion. 


Gives Limits on Army Risks 


ST. PAUL—Minnesota Mutual Life 
has supplied agents with a schedule of 
limits it will accept in army risks and 
from draftees, without war restrictions. 
They are as follows: 

Commissioned officers, warrant offi- 
cers, staff sergeants, whose duties are 
essentially army paper work, $5,000 on 
new business; maximum but not to ex- 
ceed with old business, $10,000. 

Other non-commissioned officers, new 
business $2,500; maximum, $5,000. 

National guard officers, new business 
$5,000; maximum, $10,000. 

Other national guard, new business 
$2,500; maximum, $5,000. 

Reserve officers, new business $5,000; 
maximum, $10,000. 

Registered for draft, Class 1 and 
others subject to imminent call, new 
business, $2,500; maximum, $5,000. 

Single men, whose call is not immi- 
nent, $5,000 and $10,000. 


















































































Raymond Moley to Address recommendations to the TNEC on life 
’ . insurance. 
N. Y. Life Underwriters at At the sales congress which will pre. 
Banquet March 27 cede the banquet the final speaker wii - 
Raymond Moley, contributing editor oy os _ —" Sr Guan | 
of “Newsweek” and author of a series in 1919 cdg Lain " 
of articles on the TNEC in the “Setur- 84 @ 2920 & member of the firs i 
day Evening Post” a year ago. will be ‘Surance class graduating from (Cy. 0 
the speaker at the New York City Life ¢8i¢ Institute of Technology. After; . 
Underwriters Association banquet at period in the field as an agent, he joined “ 
Hotel Pennsylvania March 27. Mr. the rn ge agency assist. a 
Moley, who was the original “brain ant at the home office. Four yeas pe 
truster” but who later parted company later he became assistant superintendent Th 
with President Roosevelt, is a sharp * pe ae pg ge Repro he 
ri ’ a . ‘ ain was 
— of many of the present new deal’s 146 superintendent oe Senwties and i - 
‘aan : ” : 1930 agency vice-president. The same 
ti- 7 , 
sais, “Satraay Evening, Bort art: Year fe wacked ve pieien ay 
of April 20 which dealt with insurance, last year president. po 
aroused much interest among insurance : tra 
people. The current “Newsweek” car- Wm, Fowler, agency assistant John ad 
ries a penetrating analysis by Mr. Moley Hancock, is in Texas visiting the San 
of the SEC report and the Pike-Gesell Antonio, Houston and Dallas agencies, 1 
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The speedy disposal of the 4,000 
shares of Travelers and 20,000 shares 
of Aetna Life that were in the estate 
of the late Patrick McGovern of Hart- 
ford constituted one of the most inter- 
esting insurance financial transactions 
of all time and it was an interesting 
subject in financial circles generally. 
These offerings were absorbed almost 
instantaneously when they were of- 
fered, without in any way disturbing 
the over-the-counter market where 
such stocks are traded. The McGovern 
stock of Aetna Life was sold for $26.50 
and Travelers at $400, and during the 
transaction the Hartford local market 
advanced one-half point. 


* * * 


It is understood that no further sales 
are contemplated at this time, as that 
was the block necessary to settle the 
taxes. The estate was left to Mrs. Mc- 
Govern who survives and one married 
daughter and a third portion to a 
nephew, Hugh McGovern, who is a 
clerk in the liability claim department 
of Aetna Casualty at the home office. 

One explanation as to the ease with 
which the stock was marketed and the 
lack of market repercussions that such 
a large offering brought about is that 
a syndicate had been formed prior to 
Mr. McGovern’s death to nurchase the 
bulk of the stock. Mr. McGovern was 
93 at the time of his death and hence 
there had been plenty of time to pre- 
pare for the eventuality of his stock 
being offered for sale. 


— 


Insurance people make a mistake in 
a blanket condemnation of the federal 
administration, say those who are think- 
ing through. Resolutions blasting fed- 
eral supervision of insurance and up- 
holding state departments without tak- 
ing account of the weaknesses of the 
latter eventually will react on organiza- 
tions taking that position. 

The new Illinois state director, Paul 
F. Jones, took an advanced and a most 
logical position when he said he in- 
tended to study most earnestly the 
criticisms directed against state super- 
vision and if he found they were justi- 
fied and could be remedied he would 
do his best in Illinois to meet the 
challenge. 

x * x 


_ Two officials from the executive 
branch of the federal government, Ger- 
hard Gesell and S. T. Pike, representa- 
tives of the SEC on the Temporary 
National Economic Committee, in their 
Teport have some very pointed observa- 
tions on state insurance departments, 
and most of their criticism is not di- 
rected at the commissioners themselves 
but at the .way legislatures hamper 
them. For instance, the two officials 
object to the short tenure of office of 
commissioners because of the vicissi- 
tudes of politics. They advocate higher 
salaries, longer terms, a much larger 
appropriation allotted to the depart- 
—_ in order that more efficient peo- 
ple will be attracted to the service. 


** & 


tho tention is called to the abuses in 
imtoeent system of company exam- 
ix 4 Often. examiners are appointed 
= purely political reasons and they are 
bts qualified. Insurance examiners need 
“as a schooling of a particular 
a ome ; Rs be effective, an examiner 
feo - ehind the returns. He must 
S a low to discover abuses or weak- 
| ae in the insurance as well as finan- 
. amie eons. In other words the ex- 
the oe Should mean something to 
a i and the public. Just now 
he as pssioner Sullivan of Washington 
jew gh fe of vite to raise the stand- 
as en department is being attacked 
ie coat Sing its expense, particularly 
aaa ination work. This shows the 
a> ~ that confront a commissioner 

, aol of to augment efficiency. 
of ae 8. Gesell and Pike strike at one 
most flagrant faults of the ex- 





amination system and that is charging 
companies for the expense. However 
that would be a most difficult practice 
to overcome, simply because the de- 
partments have not the money to pay 
examiners. In some states, no charge 
is made for examination of home com- 
panies. We have the convention sys- 
tem which brings in outside depart- 
ments where a company does an inter- 
state business. The two officials sug- 
gest that where a charge is made the 
entire amount should be paid direct to 
the state treasury. 
* *& * 


At least one abuse could well be cor- 
rected by commissioners and that is 
making a profit on the sustenance of 
examiners while on duty. Some states 
charge $25 a day regardless of size of 
the place where a company is located. 
In addition there is a flat charge for sus- 
tenance, very liberal. 

There seems to be no justification in 
charging a company more for room and 
board than is actually expended. For- 
mer Director Ernest Palmer of Illinois 
attempted to bring about a change in 
this practice but got nowhere. In 


some of the Illinois examination reports 
where convention examinations are 
made, a record is made of the cost 
levied by the states participating. 

There is plenty of meat in the Pike- 
Gesell report, some not being so ap- 
petizing, some poorly cooked but some 
being a piece de resistance well worth 
commending. 

The humanized statement of Equitable 
Society which has gone as far or far- 
ther in that direction than any other 
company introduces a novel feature. 
Special editions were prepared for each 
state, with a page devoted to reporting 
the payments to policyholders and bene- 
ficiaries of Equitable in that particular 
state. That is an extremely personal- 
ized feature and it made a hit with dis- 
criminating policyholders. 

Each year Travelers pays out a sub- 
stantial amount of money in first-year 
commissions on regular life sales. Yet 
at the present time the company’s com- 
mercial accident commissions, new and 
renewal, total almost exactly the same 
amount as first-year life commissions. 





Henderson Yonkers Manager 


Joun TT. Henderson, associate life 
manager Travelers at Yonkers, N. Y., 
has been promoted to manager there. 


Give Hobbs Bill Better 
Chance to Pass This Year 


Representatives Hobbs of Alabama, 
who has sponsored similar legislation in 
the past few sessions of Congress, has 
reintroduced a bill barring the use of 
the mails in the solicitation of business 
to insurers in states in which they are 
not licensed. In view of the recommen- 
dations of the Securities & Exchange 
Commission members of the Temporary 
National Economic Committee, ob- 
servers believe that the Hobbs bill has 
a better chance this year to be passed 
than it has in previous years. The bill 
has been referred to the post office and 
post roads committee. Excepted from 
the provisions of the bill are news- 
papers and periodicals, reinsurance con- 
tracts, church or denominational corpo- 
rations, fraternals, educational groups, 
marine insurance, commercial traveling 
men’s associations and group insurance. 





President W. T. Grant and Vice- 
president J. C. Higdon will attend a 
two-day tri-state agency meeting of the 
Business Men’s Assurance in Dallas 
March 28-29. Arkansas, Oklahoma and 
Texas agents will attend. A one-day 
school for new salesmen will be held 
March 27. 





“Yes, Bill 
Qualified 


convention. 





Both of Us.” 


Happy and proud indeed is the 
wife of an LNL man whose produc- 
tion equals Emancipator qualifica- 
tions. Membership in this club (and 
the President Club, too) wins atten- 
dance for the agent's wife as well as 
himself at the Company's agency 
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Geared To Help Its Fieldmen 


In 1941, LNL educational and rec- 
reational meetings for its club mem- 
bers will be held at The Homestead 
at Hot Springs, Virginia; the Broad- 
moor, Colorado Springs, Colorado; 
and the Hotel Del Monte, Del Monte, 


COMPANY 


Indiana 











il 


FieNATIONAL UNDERWRITER 











~ LEGISLATION. 





Illinois Bill Would Aid 
Domestic Companies 


A bill has been introduced in the Illi- 
nois house which would be of great 
benefit to Illinois companies by, extend- 
ing the limit of investments in “diversi- 
fied” items—railroad, utility and indus- 
trial bonds—from 25 percent to 33% 
percent of assets. 

The Illinois code included the 25 per- 
cent limitation to assure investment 
diversification, but since then the finan- 
cial picture has changed. Many rail- 
road bonds, though not in default of in- 
terest, have a very low rating by most 
investment services. Railroads are not 
expanding and, therefore, there are no 
new bonds being issued. At present no 
conservative life company would put up 
to 25 percent of admitted assets in rail- 
road bonds. Public utility bonds con- 
stitute a very large percentage of all 
new bonds being offered to investors by 
reason of the expansion and extension 
of business. New issues of industrial 
bonds proper for life company portfolios 
are almost non-existent, since sound 
companies finance their needs by means 
of short term debentures or bank loans. 
This trend for the three investment 
types is expected to continue. 

Three of the leading domestic compa- 
nies are purchased nearly up to their 
limit of utilities. Since the same limita- 
tion doesn’t apply to foreign companies, 
some of them have exceeded the limits 
of the code, which means they get the 
currently best class of investments. 

Other restrictions in the investment 
section, including an overall limit of 50 
percent in all three types mentioned 
here, will prevent unwise use of the 
increased limit. 

Enactment of the bill would put IIli- 
nois companies on a more favorable 
competitive basis with foreign com- 
pamies. 

By eliminating the wording “within 
the limts of an incorporated village, 
town, or city” an amendment to the bill 
would enable domestic companies to 
make loans on residential property in 
country districts. Many desirable prop- 
erties are located outside the limits of 
the villages, town or cities upon which 
a domestic company could loan money 
if it were not for these restrictions. For- 
eign companies are given this privilege. 
The F.H.A. will insure loans made in 
these areas for banks or insurance com- 
panies which are authorized to consider 
this type of loan. 

This amendment places domestic in- 
surance companies upon a competitive 
basis with the F.H.A. banks, and the 
foreign insurance companies. 





Texas—The revenue and_ taxation 
committee of the house dropped from a 
proposed omnibus tax bill increased lev- 
ies on insurance companies estimated to 
raise $800,000 additional revenue annu- 
ally. 

The senate insurance committee has 
approved SB 167, levying fee on certifi- 
cates placed on registered policies or 
annuity bonds issued by life insurance 
companies. 

Maryland—A savings bank life insur- 
ance bill has been introduced in the sen- 
ate. It is understood that the mutual 
savings banks in Baltimore are not 
in favor of the bill. 

Nebraska—The legislature has passed 
a bill removing the present limit on life 
insurance that may be written upon 
children under 10 years. 

Rhode Island—A savings bank life in- 
surance bill has been introduced in the 
house. Similar legislation in previous 
sessions was unsuccessful. 

Minnesota—Under a new house bill 
all the powers and duties of the insur- 
ance commissioner would be vested in 
a newly-created commissioner of com- 
merce. 

Iowa—An attempt to raise the salary 
of the insurance commissioner from 


$5,000 to $6,000 a year was defeated in 
the senate. 

The house insurance committee killed 
three senate-approved insurance bills. 
One would have increased the guaranty 
fund of mutual life companies from $23,- 
000 to $50,000 with existing companies 
exempted. Another authorized minors 
18 years or older to receive insurance 
proceeds and contract for life insurance. 


Senate-approved bills reported out for 
passage by the house committee included 
one requiring Chapter 400 assessment 
life companies to pay the 2 percent pre- 
mium tax and another that would allow 
court action to be started in cases in- 
volving unlicensed companies. 

The senate passed a bill setting the 
per diem pay for examiners not to ex- 
ceed $15 and assistants $12.50. 

Michigan—J. T. Hammond, chairman 
senate insurance committee, has intro- 
duced a bill providing for a uniform 

procedure in the liquidation and rehabil- 
itation of companies. 

Oregon—Both houses are expected to 
adjourn this week. 

Massachusetts—At an insurance com- 
mittee hearing there was no opposition 
to Commissioner Harrington’s proposal 
to allow employes ineligible for group 
accident and health to be allowed to pay 
the complete cost of such protection 
where the employer is unable or unwill- 
ing to contribute to the cost. 

Decided opposition was presented to 
measures making waiver of premiums 
for disability effective immediately and 
placing the burden of proof of disability 
on the company. 

Pennsylvania—A resolution to create 
a house committee to confer with the 
state insurance department to work out 
a uniform industrial insurance policy has 
been introduced. 








Women Form Life-Accident Group 


DENVER—The Insurance Women 
of Denver are making progress in 
forming a life and accident division. 
Miss Elsie B. Mayer, national presi- 
dent, is engaged in its organization, 
aided by C. Bertha Rachofsky, secre- 
tary. Organization of women’s clubs at 
Colorado Springs, Pueblo and La 
Junta is well under way to form a 
southern Colorado unit. The Denver 
club with 200 members is the second 
= in the country, California being 
rst. 





Changes in Michigan Department 

LANSING, MICH.—Howard Brower, 
supervisor of casualty lines for the 
Michigan department, is resigning to go 
with the Fidelity Health and Accident 
of Benton Harbor. Charles W. Crane, 
Grand Rapids agent, is joining the de- 
partment with a view to working into 
Mr. Brower’s post. He has been a 
member of the Grand Rapids Associa- 
tion of Insurance Agents and has been 
a local agent since 1933. 





Coffin to Be Busy on Coast 


Vincent B. Coffin, vice-president and 
superintendent of agencies of Connecti- 
cut Mutual Life, will visit the west coast 
during the latter part of March, and 
will confer with agencies at Portland, 
Seattle, San aig st Oakland, Los 
Angeles and San Diego. 

Mr. Coffin will also speak to the Port- 
land Life Underwriters Association, the 
Seattle association and the Oakland in- 
surance school. 

At Los Angeles a dinner will be held 
in honor of General Agent Phinehas 
Prouty, who acted as chairman of the 
coast agencies in a sales campaign, with 
every agency achieving its objective. 





The annual LIFE PAYMENTS 
EDITION will be issued in May 
and will be sent to all subscribers. 
If you are not a subscriber, use the 
handy card in this issue. 








QUERY: What life insur- 
ance company has increased 
its insurance in force every 
year since organization ? 


COMMENT: Many com- 
panies have increased assets 
regularly. Some have made 
steady increases in surplus. 
But very few have increased 
insurance in force each and 
every year of operation. A 
liberal agent’s contract, a 
hard-hitting agency depart- 
ment, a modern line of 
policy forms . . . these are 
factors that enable Conti- 
nental Assurance to enjoy 
this enviable distinction. 
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Conventions 








March 14—Life Advertisers Associa- 
tion, eastern group, New York, Pennsyl- 
yvania Hotel. 

March 15—Central 
gress, Columbus. 

March 20, Detroit sales congress. 

March 20—Birmingham sales congress. 

March 21—Montgomery, Ala., sales 
congress. 

March 21—Connecticut sales congress, 
New Haven, Conn. 

March 22—New England 
gress, Boston. 

March 22—Mobile, Ala., sales congress. 

March 25—Wisconsin Sales Congress, 
Lorraine Hotel, Madison. 

March 27, New York City Sales Con- 
gress, Hotel Pennsylvania. pba 

March 27-29—National Association of 
Life Underwriters (Mid Year), Wichita, 
Lassen Hotel. 

April 18—Illinois Association of Life 
Underwriters, Chicago. 

April 19—Chicago sales congress. 

April 24-25—Ins. Accounting & Statis- 
tical Association, Chicago, Edgewater 
Beach Hotel. 

April 28-May 1—U. S. Chamber of Com- 
merce, Washington, D. C. 

May 1-2—Life Office Management As- 
sociation, New York. 

May 2-3—Sales congress, Des Moines. 

May 8-9—Ohio sales congress, Akron. 

May 9—Washington, D. C., sales con- 
gress. 

May 9—Tennessee sales congress, 
Chattanooga. 

May 15-16, Southern Round Table, Life 
Advertisers Association, Dallas, Baker 


Hotel. 

May 26-27, Association of Life Insur- 
ance Counsel, White Sulphur Springs, W. 
Va. Greenbrier Hotel. 

May 28-30—Industrial Insurers Confer- 
ence, Richmond. 

May 29-30—Canadian Life Officers As- 
sociation, Toronto, Royal York Hotel. 

June 2-4—Home Office Life Underwrit- 
ers, Toronto. 

June 3-4—Pennsylvania Insurance 
Days, Bethlehem. Bethlehem Hotel. 

June 3-5—Health & Accident Under- 
writers Conference, Chicago, Edgewater 
Beach Hotel. 

June 5-6— Wisconsin Association of 
Life Underwriters, Eau Claire. 

June 5-6, American Institute of Actu- 
aries, Toronto, Royal York Hotel. 

June 6, New Jersey States Sales Con- 
grees, Berkely-Carteret Hotel, Asbury 


June 6-7—Iowa Association of Life 
Underwriters, Cedar Rapids. 

June 9-11—National Association of In- 
surance Commissioners, Detroit, Statler 
Hotel. 

June 17-19, Medical Section, American 
ite Convention, Hot Springs, Va., Home- 


June 23-25—National A. & H. Associa- 
tion, Los Angeles. 
Sept. 8-10—International Claim Asso- 
ciation, Atlantic City. Ambassador Hotel. 
ues 15-19—National Association of 
nderwriters, Cincinnati. N - 
land Plaza. sine 
Sept. 25-27—Institute of Home Office 
Underwriters, Chicago. Edgewater Beach 
Hotel. 
Sept. 29-Oct. 1—Life Office Manage- 
cma oiation, Netherland Plaza, Cin- 
Oct. 6-9, 
Edgewater 


Ohio Sales Con- 


sales con- 


American Life Convention, 
Beach Hotel, Chicago. 





Schmahl Wants to Pick Aids 


Mc! PAUL—The $400,000 
He which State Treasurer Julius 
rs mahl of Minnesota, who is board 
rlairman of Modern Life, must provide 
1s cited by him as a reason why the new 
or ee civil service law should not 
ay to his office. He demands the 
n Aes pick his own assistants, inas- 
vuch as he and’his bondsman are re- 
pea for millions of dollars belong- 
po 0 the state. The civil service de- 

ment ordered Schmahl to reinstate 


an employ aie 
urer balked, he dismissed and the treas- 


surety 





N. E. Mutual Clinic in Columbus 


indie, aBencies Participated in an 
a Bn, ug clinic sponsored by the 
0. with and Mutual Life at Columbus. 
an steal out 75 advanced underwrit- 
burgh cing from Cleveland, Pitts- 
Lowes incinnati, Toledo, Columbus, 
Prt We, Indianapolis and West Vir- 
va. Walter underwriting 
. E. Hays, agency di- 
R. J. Lawthers, head of the 
principal 


were 





Gives Advice on 
Treasury Ruling 


Protective Life in commenting on the 
regulations of the treasury dated Jan. 
10, holding that insurance to the extent 
that the insured paid premiums are tax- 
able in disregard to the incidents of 
ownership, makes two recommenda- 
tions. The first is that to play safe and 
avoid litigation, the assured should 
avoid either direct or indirect payment 
of premiums on insurance which he 
wants to see escape estate tax. 

Secondly, the safest procedure is to 
relinquish all incidents of ownership 
and to have the beneficiary pay premi- 
ums out of his own funds. If that is 
not possible, there are two alternatives. 
Annual gifts to the beneficiary with the 
beneficiary being under no obligation to 
apply the gifts to the payment of 
premiums may work. The safer pro- 
cedure is to make a gift of income- 
producing property so that the bene- 
ficiary can pay premiums out of the 
income. This cannot be considered in- 
direct payment by the insured. Pro- 
tective Life observes, however, that if 
this gift is to a trust, the income will 
be taxed to the grantor. 

To life insurance salesmen, accord- 
ing to Protective Life, this means that 
there is an entirely new field of pros- 
pects open to them for approaching peo- 
ple who in the past have considered that 
their insurance programs were com- 
plete and that they had no further need 
of the services of life insurance men. 





Exchange Long Service Honors 

A year ago the St. Louis office of the 
Columbian National Life went to Kan- 
sas City to participate in the celebration 
of 30 years’ service as general agent 
there by John P. Mullane. The Kansas 
City office, including the -rsonnel of 
the second general agency of Johnstone 
& Miller, will return the compliment in 
April, when George L. Dyer completes 
30 years as general agent in St. Louis. 


Good Start for Green Month 


In honor of President Emry C. 
Green’s birthday, the Pilot field force 


staged a campaign in the first week of 
March, obtaining over $1,500,000 in 
business. March is always ‘“President’s 
Month” and this year, in addition to the 
regular campaign, a special drive was 
staged the first week. 

The home office staff gave a birthday 
party for Mr. Green at which time J. 
M. Waddell, vice-president and agency 
manager, presented the business to Mr. 
Green. J. W. Carson, secretary, had 
charge of arrangements and Mr. Wad- 
dell was toastmaster. Julius C. Smith, 
general counsel, gave a few facts about 
Mr. Green’s life and Dr. H. F. Starr 
read a message from A. W. McAllister, 
board chairman. 





Lloyd on Executive Committee 


Superintendent J. A. Lloyd of Ohio 
has been elected to the executive com- 
mittee of the National Association of 
Insurance Commissioners, it is an- 
nounced by Commissioner Williams of 
Mississippi, chairman of the executive 
committee. 

There were two vacancies on the com- 
mittee caused by the retirement of 
Lovejoy of Maine and the death of 
Woodward of Texas. 





New England Conference Held 


General agents and supervisors in 
New England for Columbian National 
Life held a two-day seminar in Bos- 
ton. New advertising ideas, problems 
of recruiting and training new men, 
questions of underwriting practice, etc., 
consumed most of the two-day period. 
Several home office officials took part. 

A luncheon with about 36 home office 
and field guests was held and President 
Sears delivered a resume of the 1940 
report. 





Massachusetts Group Elects 


BOSTON — The Massachusetts 
grand lodge of New England Order of 
Protection, held its annual session here 
with 350 attending, including 271 dele- 
gates from 91 lodges. Officers elected 
were: Warden, Harold Hembree, Chel- 
sea; vice-warden, J. H. Madden, Glou- 
cester; secretary, Miss Judith A. 
Hinckley, Boston; treasurer, J. J. Vor- 
tisch, Dorchester; chaplain, Mrs. Mary 





Policy Loan Dispute in 
Cancellation Procedure 


The New Jersey court of errors and 
appeals affirms the lower court decision 
in Paul vs. Columbian National Life. 
The assured being unable to pay the 
third annual premium and naming plain- 
tiff the beneficiary, an arrangement was 
made between the company and the as- 
sured whereby the company agreed to 
advance the amount that would have 
been available as cash surrender or loan 
value had the third premium been paid. 
The assured executed his note for the 
balance of the premium, plus interest in 
advance. ; 

The policy was assigned as security 
for the loan, the assignment providing 
that in the event the company would 
be entitled to cancel the policy on ac- 
count of a default, 31 days’ notice was 
to be given the assured. The policy 
contained a similar provision, but the 
note involved did not. The note was 
not paid on its due date and no notice 
of cancellation was sent to the assured, 
although the policy was marked as hav- 
ing lapsed. The assured died within the 
third year. 

The plaintiff contends that the com- 
pany had no right to cancel the policy 
without giving the notice required by 
the assignment and that the transaction 
whereby the money was advanced was 
a premium loan. The company contends 
that the transaction amounted merely to 
an extension of time for payment and 
that the cancellation was proper. The 
court holds that the transaction was a 
premium loan as contended by the plain- 
tiff and that notice was a condition 
precedent to cancellation. 





“Good salesmanship is only one factor 
in selling life insurance. Another factor 
involves the man himself. If he is lazy, 
if he isn’t sold on his own business, if he 
cannot organize his work, if he must 
have a time-clock to punch, then he'll 
never be a good insurance salesman.— 
H. W. Stover. 





It takes effort to plan your time to get 
the most out of it. 


THE VICTORY LIFE INSURANCE COMPANY 


TOPEKA, KANSAS 


20TH ANNUAL STATEMENT AS OF DECEMBER 31, 1940 


RESOURCES 
Case’ ties HAWN Ris sco s sic occcecceeees 


cash demands.) 
*Bonds Amortized 


Mortgage Loans on real estate....... 
(First mortgages for not more than 


ee 


of the appraised value of any property.) 


Policy Loans 
Real Estate owned (No encumbrance) 


Interest due and accrued on mortgages....... 


(Interest over one year not included.) 


Interest due and accrued on bonds not in de- 


fault 


Interest on Premium Lien Notes..... 
Rents and interest due and accrued on Real 


Estate 
Deferred and Uncollected Premiums. 
(Fully protected by policy reserves.) 
PAR GAMER. AenOle vee oes kccucccce de’ 


BEC CCC RE $ 247,282.64 


(Available for immediate payment or other 


ey 


eee ee ee 


Net Reserve 


eee eee emer eee eeesereeeesresersesee 


LIABILITIES 
$ 8,553,290.25 


(The amount of Legal Reserve required by 
law to assure that policy obligations will be 


Se ais a 3,790,776.34 promptly and fully met. This reserve is 
Wiieatiad 1.638.455.01 verified by the State of Kansas.) 
50% aga PO) on ee ee Peete ee Pree rer Cer etre 585,927.50 
(This amount has been left on deposit with 
et: Wee 2,178,590.26 the Company by Policyholders.) 
aes 1,979,366.57 Policy Claims .......--s+++eeeeeereeeesecees 11,000.00 
43.517.98 (This amount is for payment of policy 
? ¢ claims incurred in which final papers had not 
been received by December 31, 1940.) 
34,957.93 De Od Ln Aa ee EP PEE EP e Te er ee 25,000.00 
sia picky 2 894.00 Reserve for interest and premiums paid in ad- 
a aie WORIGG oink eaxcedccceclesteuceecatanadsadess 85,648.81 
hea 13.000.00 Reserve for policy dividends................. 94,646.10 
utah ied 190,546.34 Reserve for miscellaneous liabilities.......... 12,394.09 
ice (Items not due, etc.) 
afar leretae 18,130.00 Capital and Surplus...............-+-e+eeees 769,610.72 
wewawees $10,137,517.47 WONMATE oo oiiso os dco lic a wadncivccscnceunseeeeeen 


*Actual market value on December 31, 1940 was $177,937.00 more than amortized value shown above. 





1921 


Insurance in Force 





1921 $ 2,219,309.00 
1926 13,933,188.00 
1931 20,630,482.00 
1936 37,649,031.00 
1940 39,358,885.00 


TWENTY YEARS OF PROGRESS 


Capital and Unassigned 
Surplus 


$140,867.00 
227,600.00 
400,178.00 
573,858.00 
769,611.00 





1941 


Admitted Assets 


$ 164,578.00 
797,881.00 
2,353,325.00 
8,446,850.00 
10,137,517.00 





Total payments to Policyholders and Beneficiaries since organization $6,869,839.00. 


Attractive Agency openings are available in Kansas, Nebraska, Missouri and Texas. 
Write to W. J. Bryden, General Manager, or E. E. Shurtleff, Vice-President. 
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Tells of New Day at Mutual Life 


(CONTINUED FROM PAGE 3) 





surplus. He remarked that the experi- 
ence of Mutual Life on disability income 
benefits has been very unfavorable. 

The trustees and officers have realis- 
tically faced the problems of the day 
and progress has been made. The pro- 
gram for the future includes an effort to 
offset the decline in yield and to obtain 
more satisfactory investment outlets. 

Mutual Life during 1940 began to ac- 
quire throughout the United States resi- 
dential mortgage loans insured by the 
FHA. Efforts also were extended to 
acquire ordinary loans on real estate 
throughout the country. Concentration 
of real estate loans on New York City 
properties has ended. 

The policy of the past decade was 
continued in 1940 of obtaining a wider 
diversification of the portfolio and with 
attention to balancing of maturities in 
future years. The thinness of security 
markets and dearth of new flotations 
cannot be wholly offset, but the estab- 
lishment of relations with a large num- 
ber of security dealers and consideration 
of securities of more diversified types 
should bring about a broadening of the 
range of investments. 

During 1940 securities were acquired 
from 311 different vendors as compared 
with 232 during 1939. At the end of 
the year 681 different security issues 
were held with wide geographical di- 
versity. 


Idle Cash Cut in Half 


The amount of idle cash on which no 
return is received was cut almost in 
half. This policy of holding the cash 
balance at the lowest prudent level will 
be continued. 

A positive program of dealing with 
assets found to be impaired has been 
adopted and is being pushed aggres- 
sively. Mutual Life has participated ac- 
tively in efforts to protect the values of 
railroad issues in difficulties and in ef- 
forts to effect an equitable reorganiza- 
tion of the affairs of such roads. Within 
a reasonable period results should appear 
and certain of the investments in rail- 
roads should be restored to an income 
producing basis. 

Every effort is being made to dispose 
of all foreclosed real estate as rapidly 
as present conditions will permit but 
without forcing sale to the detrirnent of 
the company. This policy will release 
moneys for productive investment. 


IMPROVE PROPERTIES 


Each property owned is being an- 
alyzed, rehabilitation expenditures are au- 
thorized when the income can be im- 
proved or sales prospects enhanced. 

In connection with mortgages, efforts 
are being made to increase the repay- 
ment of principal, maintain the rate of 
interest and foreclose where such action 
seems to be the wisest. Constant ap- 
plication of the principle that mortgages 
must be amortized should result in re- 
ducing the New York portfolio. 

Mr. Douglas referred to the rehabilita- 
tion of the land at 42nd street and Park 
avenue, opposite Grand Central Terminal 
in New York that was acquired by Mu- 
tual Life through foreclosure several 
years ago and had been providing no 
return. By arrangement with the ma- 
jor airlines, Mutual Life financed the 
construction of a passenger terminal for 
all lines and the revenues are expected 
to provide a satisfactory return on the 
investment and repayment of funds over 
a reasonable period of years. 


Independent Check 


An audit of Mutual Life affairs by a 
firm of certified public accountants was 
made during 1940 to secure a further in- 
dependent check on the company’s con- 
dition. A similar independent audit will 
be made annually in the future. 

In order to create a larger free sur- 
plus, the trustees concluded that, as rap- 








idly as the prudent administration of 
affairs will permit, and preferably in the 
next two years, sufficient earnings 
should be set aside for that purpose. 
During 1940, $11,154,034 of earnings 
were used to absorb losses and impair- 
ments and $7,244,154 were added to sur- 
plus. The financial condition of Mutual 
Life has already been materially 
strengthened by that program. This 
scheme, although necessitating low divi- 
dends for the present, is of distinct ad- 
vantage to policyholders. It should ulti- 
mately lead to increased distributable 
earnings. With the uncertainties pre- 
vailing in the world today the future 
ought to be faced in as strong a condi- 
tion as possible. No compromise should 





LEWIS W. DOUGLAS 


be made with the policy of utmost 
safety. 

Special attention is being given to the 
maintenance of a high standard of man- 
agement. Four new trustees, two from 
New York, one from Chicago and one 
from Los Angeles, have been added to 
the board. During 1940 the board and 
its subcommittees held 188 meetings 
as well as many informal consultations. 
In all changes of employes special efforts 
are being made to increase the efficiency 
of operation. 


Enlarged Research Program 


An enlarged research program has 
been launched which has assisted in the 
development of enlarged investment out- 
lets, asset rehabilitation, personnel 
strengthening and institution of econ- 
omies. 


MODERN CONTRACTS 


Insofar as the insurance program is 
concerned, Mr. Douglas declared that 
new forms of policies are being offered 
in an endeavor to provide more effec- 
tively the types of protection desired by 
existing and potential members so as 
to be of the greatest possible service and 
to continue to attract new members so 
as to keep Mutual Life young and vig- 
orous. A new modified life policy for 
preferred risks has been introduced and 
also a new family income plan. Other 
changes include development of pur- 
chase of insurance through payroll de- 
ductions on a non-medical basis and 
granting of insurance in rural territory 
without medical examination under cer- 
tain limited conditions. Aviation pro- 
visions have been liberalized so as prac- 
tically to eliminate any restriction of 
coverage on account of passenger 
flights on scheduled air routes in this 
hemisphere. More careful selection of 
members is set up as an objective. 

Various governmental activities touch 
the affairs of Mutual Life in one way 








and another to an increasing degree, Mr. 
Douglas declared. This entails a grow- 
ing relationship from which benefits can 
be gained by both sides through con- 
sultation, suggestion and cooperation. 

Mutual Life of New York in its new 
statement reports assets at an all-time 
high of $1,484,904,216, an increase of 
$40,436,594 for the year. There was a 
balance of income over outgo of $58,- 
282,600. Of that amount $10,946,262 was 
applied to write down value of invest- 
ments; $27,669,809 represented an in- 
crease in policy reserves and $24,935 to 
an increase in miscellaneous reserves. 
After these adjustments and a decrease 
of $940,000 in reserves for income taxes 
of prior years there was the final ex- 
cess of $20,581,594 of income over all 
expenses and charges. Of that amount 
$7,244,154 was added to surplus, leav- 
ing $13,337,440 for dividends to policy- 
holders. 

In view of the fact that an audit re- 
vealed that on a realistic basis the value 
of mortgages and real estate was less 
than the amount at which those assets 
were being carried, $23,300,000 of sur- 
plus funds were set aside as a special 
reserve for mortgages and $6,650,000 as 
a special real estate reserve. In addi- 
tion $1,000,000 was added to reserves 
for annuities. After provision for such 
special reserves amounting to $30,950,- 
000, net surplus amounted to $27,717,636. 
The total of surplus and special reserves 
was $58,667,636, an increase of about 
$7,200,000. 

New insurance issued was $193,449,- 
925, and insurance in force $3,705,911,- 
798. The mortality ratio was 61.86 per- 
cent of the rate provided for against 
62.69 percent in 1939. The average yield 
on investments was 3.04 percent com- 
pared with 3.13 percent in 1939, and 4.67 
percent in 1930. 


New Table Is 
More Equitable 
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tions and plans of insurance than is now 
possible. 

Theoretically any inexactness in these 
respects can be adjusted by payment of 
dividends but as a practical matter it 
is considerably more difficult to do this 
with industrial than with ordinary. The 
closest possible approach to exact equity 
among policyholders requires a mortal- 
ity table and interest assumption basis 
which rather closely reflect actual con- 
ditions. Then as dividends are appor- 
tioned it is a simple matter to give each 
policyholder his equitable share. 


Old and Young Now Benefit 


The effect of the present industrial 
table is to give the policyholders at the 
extremely young and extremely old ages 
a better break than they deserve at the 
expense of those in the middle range. 
This is shown by the way in which the 
new mortality table compares with the 
present basis. Below is shown the ex- 
pected mortality at various ages under 
the new standard table expressed as a 
percentage of the expected mortality un- 
der the present standard industrial table. 
For example at ages around 35 it will 
be seen that the new table contemplates 
only about half as many deaths in any 
given number of policyholders as the 
present table does. It must be remem- 
bered that these figures are not mortal- 
ity ratios but percentage ratios of the 
new “expected” to the old “expected.” 

Age 1, 38.5 percent; age 5, 38.4 per- 
cent; 10, 75.8; 20, 57.2; 25, 49.7; 30. 46.5; 
35, 50.6; 40, 60.2; 45, 71.0; 50, 80.8; 55, 
87.3; 60, 92.3; 65, 95.9; 70, 90.6; 75, 86.6; 
80, 83.6; average, 69.7. 


To Change Ordinary Table 


Because of the high degree of con- 
servatism of the American men table be- 
low age 20 the new standard industrial 
table shows a lower mortality from age 
0 to age 20 than the American Men. 
Consequently a department bill has been 
introduced into the New York legisla- 
ture giving the superintendent permis- 


sion to allow companies to modify th, 
American Men basis below age 20, The 
original American Men table had an 
experience basis only from age 20 yp. 
ward and the empirical extensions th 
have been made stayed on the cop. 
servative side. 

In addition to Mr. Bassford, thos 
who spoke for the companies Writing in. 
dustrial in New York were Frank ) 
Kineke, assistant actuary Prudential; T 
F, Brunton, assistant actuary John Han, 
cock, and J. G. Bruce, assistant actuar; 
Colonial Life. Arthur Cleary was op 
hand as a representative of the Massa. 
chusetts department. He said that Mas. 
sachusetts had no objection to the new 
industrial tables. 

While many expected that some oj 
the counsellors would be on hand t 
give their views, none appeared. 





Reynolds to Head North 
Central Ad Round Table 
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nental Assurance, hotel and entertain- 
ment; George Pease, Equitable Life oj 
Iowa, program, and Miss Eula Enochs, 
American United, registration. 

The Chicago meeting will be in four 
sessions, and, following a luncheon on 
the first day, there will be a group con- 
ference on the subject of “Improving 
Relations with Home Office Employes, 
Policyholders and the Public.” C. Sum- 
ner Davis, president of L.A.A., will give 
the message of welcome. The annual 
dinner and entertainment will be held 
that evening. 


National Officers on Program 


On the second day, there will be 
roundtable discussions covering prem- 
ium notices, receipts and enclosures, im- 
proving publications to agents, merchan- 
dising sales promotional material, secur- 
ing more effective use of direct mail, 
contests and conventions. Arrangements 
are being completed to secure a keynote 
speaker for the luncheon to give an ad- 
dress on public relations, and there will 
be short talks by the national officers of 
the association. 

The local committee in charge of the 
meeting of the southern round _ table, 
May 15-16, in Dallas, is already making 
preparations. The first of a series of 
mailing pieces to encourage attendance 
has gone out. 





Kansas Company Group 
Dinner Hosts to N.A.L.U. 


(CONTINUED FROM PAGE 3) 


Aetna Life. Mr. Mammell has reserved 
conference rooms for such meetings and 
managers desiring to hold meetings 
should make arrangements though him. 
Out-of-state registrations, in charge 
of M. F. Mulconery, New York Life 
are coming in strong, he reports. 
Headline entertainment for everyone 
will be a “Pre-Sales Congress Dance 
with the Wichita Life Underwriters as 
hosts at the Lassen Hotel March % 
following the dinner meetings. O. Lynn 
Smith, Connecticut Mutual, was named 
chairman of the entertainment com- 
mittee. There will be a floor show. 
Being held at the sales congress head- 
quarters hotel, the crowd will be kept 
together and the evening is expected to 
develop into a great family party. 


National Council Topics 


At the national council at the Allis 
Hotel March 28, the major problems 
before the association today will be 
treated, including: agents’ compensa- 
tion, the situation in federal and state 
legislative centers including the most 
recent activities of the TNEC, public 
relations, the agency practices code, the 
relationship of managerial members 10 
the association as a whole, membership. 
the functions of state associations, life 
underwriter education. 

The speakers who will introduce these 
various topics and discuss them with the 
council include: Harry T. Wright, 13 
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tional president, Chicago; John A. 
Witherspoon, vice-president, Nashville; 
Grant Taggart, secretary, Cowley, 
Wyo.; Walter Barton, treasurer, 
New York; Charles J. Zimmerman, im- 
mediate past president, Chicago; Trus- 
tees Earle H. Schaeffer of Harrisburg, 
Ray Hodges of Cincinnati, William H. 
Andrews, Jr., of Greensboro, Earl F. 
Colborn of Rochester, and Herbert A. 
Hedges of Kansas City. 

Also Julian S. Myrick, New York, 
chairman of the sub-committee on fed- 
eral legislation; Philip B. Hobbs, Chi- 
cago, chairman of the sub-committee on 
state legislation; Wilbur W. Hartshorn, 
Hartford, chairman of the committee on 
local association administration; Holgar 
]. Johnson, president of the Institute of 
Life Insurance; Roger B. Hull, manag- 
ing director and general counsel, and 
several others. 


Minneapolis Seeks 1942 Convention 


W. W. Scott, Minnesota general 
agent Lincoln National Life and presi- 
dent Minneapolis Association of Life 
Underwriters, announced the associa- 
tion will extend an invitation to the 
National association to hold its fall con- 
yention in Minneapolis next year. He 
will head the Minneapolis delegation to 
Wichita which will make the bid. The 
general agents association is enthusi- 
astically backing the project, President 
Scott stated, and the Minnesota, North 
and South Dakota state associations are 
supporting the plan. It is anticipated 
the Wisconsin and Iowa associations 
will give formal support, Mr. Scott 
said. The Minneapolis association has 
the money and man-power to be a good 
host, he explained. 





Recommendations 
Opposed by Pink 


(CONTINUED FROM PAGE 2) 


average commissioner and failure of 
some of the states to provide adequate 
support for their insurance departments. 
The 10 recommendations for strength- 
ening state legislation are sound, Mr. 
Pink believes. Of particular interest is 
the suggestion that the work of insur- 
ance departments should be undertaken 
only by qualified full-time employes and 
that in the examination of companies 
the use of special outside examiners 
should be discontinued. It is properly 
recommended that civil service be ex- 
tended in the state departments. 





Payment of Examiners 


Need should be given the recommen- 
dation that companies not be required 
to pay salaries of department examiners. 
If the cost is to be charged back to the 
companies the money should be paid 
to the state and the examiners paid 
through its fiscal officer. 

The National Association of Insur- 
ance Commissioners, while helpful in 
tying the industry together, is perhaps 
too loose in organization with no paid 
staff to keep it in proper motion. Es- 
tablishing a competent and permanent 
staff is now being considered by com- 
missioners, 


ADEQUATE TRAINING 


More adequate training of agents is 
most important. Few of those who buy 
Insurance know the presidents of com- 
panies. But they do know the agent 
Who sold them the insurance. They 
look to him for guidance and_ honest 
advice. Insurance is a profession and 
Professional standards should prevail. 
ove have a long way to go but the 
gs deal of interest on the part of 
he cecncy forces is most encouraging,” 
. said. “The recent requirement in 
aon York that agents must pass a 
= €n €xamination is only one forward 
roma Training of agents should be 
me _ and widened and should be 
as Of a forcing process. Companies 

ay well combine and join with col- 








leges and universities in establishing 
courses which would take the place of 
a few weeks’ cramming in each com- 
pany.” 

Doubts Fundamental Recommendations 


On the more fundamental recommen- 
dations “there is doubt and disagree- 
ment” in the mind of Mr. Pink. 

It is urged that the field of invest- 
ment for life insurance companies be 
widened to permit investment in com- 
mon stocks. Common stocks are not 
permitted in New York. Need for in- 
vestments is a crying one and theoreti- 
cally a case can be made out for it. 

“But we wonder if it is advisable. 
Common stock ownership is permitted 
in many of the states but no company 
with substantial holdings is authorized 
in New York. 

“Any large investment in common 
stocks offers a wide margin of fluctua- 
tion. Some rule of average values and 
amortization would have to be adopted 
to keep companies from jumping in and 
out of insolvency in times of stress. 
But, impliedly at least, the report to 
the TNEC criticizes the amortization 
policy.” 


Industrial Insurance 


Both the report and the recommenda- 
tions suggest eliminating industrial in- 
surance, and that the security program 
might provide death benefits or that 
savings bank life insurance and sale of 
burial benefits through the postal sys- 
tem might supplant it. The New York 
department is aware of the obvious de- 
fects of industrial insurance. 


COMPANIES MUST ACT 


“We have made studies of industrial 
insurance and have reported on them 
frequently. We have cooperated with 
legislature, companies and students ... 
in perfecting the laws so that today 
there remains little to be done in the 
way of legislation. 

“Whatever is to be accomplished 
must be largely through company man- 
agement and the improved caliber of 
the sales forces,” Mr. Pink declared. 

This year’s report to the legislature 
shows that in weekly premium insur- 
ance the lapse rate has been reduced 
from 42 percent to 26 percent and in 
monthly premium insurance from 32 
percent to 23 percent 1935-1939. This 
reduction in so short a period of time 
is startling and most encouraging to 
those interested in industrial insurance. 
It is an indication not only that the 
condition of the workng people has im- 
proved but that industrial insurance is 
better sold and better serviced. 

Apparently Metropolitan Life’s 1940 
cancellation rate based upon premiums 
in the weekly premium department for 
that year is 7.3 percent and upon new 
business for the same year 10.9 percent. 
That is the best record in the history 
of the company. 


Usefulness of Industrial 


“This is not the time to despair of 
the public usefulness of industrial in- 
surance. With all of the criticisms, 
some of which are justified and arise in 
part at least from conditions inherent 
in the business itself, it has performed 
a great public service. Growth of the 
public social security program in this 
country has come late. It would be bet- 
ter for us if it had begun a quarter of 
a century or more ago. It is too early 
to know whether or not it will have 
any substantial effect upon the volume 
of industrial insurance. 

“Tt may make industrial insurance to 
some extent less necessary but it may 
also encourage the idea of insurance and 














-OPPORTUNITY: 
Live, progressive Catholic life insurance organi- 
zation has good territory open in Wisconsin and 
Minnesota for men with proven production rec- 
to work on a full-time 


experience, good 
and need apply. All replies 
will be held strictly confidential. Address in- 
quiries to Box M-66, The National Underwriter, 
175 W. Jackson Blvd., Chicago, IIl. 











GENERAL AMERICAN LIFE 
INSURANCE COMPANY 


WALTER W. HEAD, President 
St. Louis, Missouri 





Financial Statement 
December 31, 1940 





ASSETS 
Cash on Hand and in Banks.. .$ 9,193,990.86 
Bonds— 
U.S. Government........ 17,628 ,309.86 
oe 10,695, 153.65 
as ke ce a0 SGN beaee esse $ 37,517,454.37 
First Mortgage Loans on Real Estate....... 29,195,416.46 
ne 950,000.00 
Real Estate Sales Contracts................ 869,435.27 
SNS, 5 oo ko vb cae ws ccviccens 17,112,311.87 
NE alter Ce ld lens oak wae hbalene oo 2,578,156.75 
Other Loans and Assets.................--. 1,072,176.82 
Interest and Rents on Investments Accrued 
I Ps i vec nneveaesccevess 758,108.56 
Interest and Rents Due on Investments (None 
of which is past due more than 90 days). . 492,960.87 
Net Premiums in Course of Collection. ...... 2,007,015.45 
@ Balance of Initial Policy Liens............ 8,211,111.00 
Loans to Policyholders.................... 26,369,399.20 
ee eee err $127 ,133,546.62 
LIABILITIES 
I ee eT eer re $119,143,793.98 
Premiums and Interest Paid in Advance..... 848,782.42 
I inn ais a's dn os aneninns 704,370.40 
Reserve for Other Liabilities................ 901,147.96 
Policyholders’ Dividends................... 1,320,081.33 





NO ae rE ey ee eee ae $122,918,176.09 


Portion of Current Year’s Earnings Available 
for Future Dividend Declaration to Par- 





ticipating Policyholders...............-. 566,970.00 
Contingency Reserve. .............000e000s 1,462,789.23 

Under Purchase Agreement. .$1,362,789.23 

I ons ven vee 100,000.00 
Capital Stock and Guaranty Fund.......... 500,000.00 
So ates 3 4csdue as ereatanoniers 1,685,611.30 
ee er $127 ,133,546.62 


@ Actual Market Value of Bonds is more than $2,400,000 in excess of the amounts shown above. 


@Does not include liens totaling $669,447 which have been discharged by payments in cash or credits 
by policyholders, nor $169,926.82 liens on dividends on deposit, both of which will share in future 
lien reductions. 

@Includes assets in “Old Company Account” established under Purchase Ag dated Septemb 
7, 1933, on file with the Superintendent of the Insurance Department of the State of Missouri, (copy 
of which ag t may be obtained from him or the company), against which the Superintendent 
reserved a lien to protect certain liabilities therein described and fully included among the liabilities 
inthis statement. Status of Old Company Account on file with the Superintendent and with the company. 
@Full net legal reserves on policies issued by General American Life are secured by deposit of ap- 
proved securities with the Superintendent of the Insurance Department of the State of Missouri. The 
capital stock, guaranty fund, and surplus are additional protection to all policyholders. 


* * * 


MULTIPLE LINES: Participating « Non-Participating « Salary Savings « Juvenile 
Sub-Standard e Annuities « Commercial Accident and Health and Hospitalization 
Group Life « Wholesale Insurance « Group Accident and Sickness « Group Acci- 
dental Death and Dismemberment « Employee and Dependents Group Hospitalization 
with Surgical Procedure Benefits 
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sO promote its growth. The inclusion 
of compulsory burial insurance in the 
social security program should receive 
careful study before a decision is made. 

“Savings bank life insurance is a 
wholesome and useful social experi- 
ment,” believes Mr. Pink. “It will un- 
doubtedly be extended to other states. 
It can be helpful in competing with in- 
dustrial insurance but it will not sup- 
plant it because it is much more selec- 
tive than industrial insurance and the 
law properly prohibits its sale by agency 
forces. 


Group May Replace Industrial 


“We have always considered that if 
industrial insurance is to have an heir 
it will be group insurance. This is the 
cheapest form but so far has been avail- 
able only to employees in large estab- 
lishments. It is probable that this form 
of insurance will be greatly expanded and 
may to some extent displace industrial 
insurance as we know it today. 

“In any event, industrial insurance 
is now performing a useful function and 
there are no indications that any of the 
remedies proposed will supplant it in 
the near future. 

“Recommendations for a combina- 
tion of federal and state super- 
vision should not be hastily rejected. 
But if there is confusion in the control 
of forty-eight states, the suggestion that 
in addition we have a federal body with 
power and an advisory committee with- 
out power would seem to make con- 
fusion more confounded.” 

“There has been a great deal of dis- 
cussion and advice on the part of elected 
representatives, public officials, profes- 
sional investigations, editors, columnists 
and company men. But has there been 
any demand for a change on the part of 
the policyholders?” 


PUBLIC REACTION TO REPORT 


NEW YORK — Life insurance men 
who have been watching the public’s 
reaction to the one-two blow of the 
SEC report followed in a couple of 
days by the Pike-Gesell recommenda- 
tions to the TNEC feel that the public 
has succeeded in maintaining its equa- 
nimity in good shape. There appears 
to be no need of any blanket defense 
from the insurance business, for editors 
seem to have spotted the weaknesses in 
the suggestions offered by Pike. Out- 
side of “PM” in New York City, the 
New York “Post,” the St. Louis Post- 
Dispatch and a paper in York, Pa., the 
editorial reaction has been favorable to 
the cause of life insurance. 

Most of the editorials have hopped 
on the SEC Commissioner S. T. Pike’s 
idea of letting life comnanies invest in 
common stocks. The SEC may have 
yreat faith in common stocks—perhaps 
because of that agency’s faith in its own 
supervisory powers over the stock mar- 
ket—but the public, or at least to the 
extent that editorials reflect its opin- 
ions, seem to distrust common stocks. 
They are very much against having 
their insurance estates depend in any 
great degree on the vagaries of the stock 
market—as Superintendent Pink of New 
York put it, “jumping in and out of 
solvency” as the market goes one way 
or the other. 

Though it got less attention from 
newspapers than the common stock sug- 
gestion, Pike’s recommendation for the 
eventual elimination of industrial insur- 
ance is a far more serious matter. 


Survey of War Risk 
Clauses Is Made by A. L. C. 


(CONTINUED FROM PAGE 1) 


the most part, would be temporary in- 
surance largely paid for in the end by 
the government.’ ” 

Many of the companies indicated they 
would issue $2,500 on non-commissioned 
officers and privates without war clause 
and $5,000 on commissioned officers, al- 
though one company set a maximum of 
$1,000 on non-commissioned officers and 
privates; five will issue $5,00@ on non- 
commissioned officers and $10,000 on 











commissioned officers, and one will issue 
$10,000 on officers with the rank of cap- 
tain or greater and $5,000 on others. 
One company charges $7.50 extra pre- 
mium for members of the marine corps 
and another indicated an extra premium 
of $12 to $24 per thousand for flyers. 

large number of the companies 
stated they would issue no term insur- 
ance on applicants involving war risk 
and this probably is a general rule. 
Others reported variously use of endow- 
ment forms of limited life and endow- 
ment plans, some stating they would 
issue ordinary life. A number indicated 
they would issue only permanent forms 
of life insurance and many will issue 
no disability or double indemnity in 
connection with these policies. A few 
companies will issue preferred risk or 
modified life forms, but generally these 
are limited to officers. 


U. S. Charter Idea 
Applies to Insurance 


(CONTINUED FROM PAGE 1) 


of millions of thrifty American citizens 
who have invested in the securities of 
American industries, in life insurance 
policies, and in savings bank deposits,’ ” 
but appears to have been brought into 
existence with the aproval of the pub- 
lic utilities, if not at their direct sug- 
gestion. 

_ “The need for registration of lobby- 
ists and adequate machinery for pub- 
licity grows out of the obscurity in 
which lobbies operate to affect public 
policy, and the extent to which such 
pressure groups distort the right of pe- 
tition,” he asserted. “Only when con- 
gress exercises its investigating power 
does the public begin to have access to 
the facts about legislative powers. 

“It is quite probable that registration 
and publicizing of lobbyists and their 
activities will not wholly meet the prob- 
lem confronting us. However, the adop- 
tion of such a law would probably throw 
more light on the relationship between 
political activity and the concentration 
of economic power than any other pro- 
posal likely of adoption. The purpose is 
not to deny citizens their constitutional 
right of petition, but rather to throw 
enough light on the governmental proc- 
ess to allow citizens to vote _ intelli- 
gently.” 











San Antonio Managers Hear 
Wichita Meeting Plans 


The San Antonio (Texas) Life Man- 
agers Club at a meeting heard plans for 
the general agents and managers section 
at the Wichita convention of the Na- 
tional Association of Life Underwriters 
by letter from O. D. Douglas, San An- 
tonio, national trustee. Matthew Brown 
told of a bill before the Texas legisla- 
ture which would permit the attaching 
of an aviation rider to life policies and 
urged members to support it. 

J. P. Williams, director of education 
American College of Life Underwriters, 
spoke on work of the college in develop- 
ing better trained agents. Education is 
a continuing process which must have 
a practical value through its application 
to methods in dealing with people, he 
said. People are thinking of security 
as never before because of war and eco- 
nomic conditions. This situation calls 
for better trained life agents. The pri- 
mary objective of the C. L. U. move- 
ment is better preparation of life sales- 
men, with increase of income as a sec- 
ondary objective, he said. C. L. U. peo- 
ple have increased their incomes and 
less than one-half of 1 percent have left 
life selling. 


KFBI on Air Full-Time 

Radio station KFBI at Wichita, 
owned by the Farmers & Bankers Life, 
began full time on the air March 2, fol- 
lowing authority received by President 
H. K. Lindsley from the Federal Com- 
munications Commission. The station 
operates at 1050 kilocycles. It is affili- 
ated with the Mutual system. 


Manhattan Life to Expand 

Chicago Activities; Corcoran 

Is Temporary Manager 
Manhattan Life, in keeping with its 


program of expansion, will open en- 
larged quarters at 120 South La Salle 


street, Chicago, where it intends to 
gather all of its activities and make 
joint operations possible. Charles R. 
Corcoran, home office field assistant, 
who has been working on this plan 
several months, for the present will 


have active management of the branch. 

The Chicago office will be the col- 
lection point for the middle west, and 
Harold C. Vollmann will be cashier. 
He has had many years experience both 
in office and field work. 


Three Assistants Appointed 


Assisting Mr. Corcoran will be Gro- 
ver C. Simpson, who will be in charge 
of full time organization; Henry 
Heffernan, who will head the broker- 
age department, and Sol Reiffer, who 
will be in charge of the tax and busi- 
ness insurance department. 

Mr. Corcoran joined Manhattan Life 
directly after completing his education 
in 1928. Before entering production 
work he served in many departments 
at the home office and at one time was 


the manager of new business and chief 
underwriter. 

Mr. Simpson was formerly assistan; 
agency manager of the Hobbs agency 
Equitable Society, Chicago. He has 
spent 15 years in life insurance and has 
been successful both as a personal pro. 
ducer and as an organization man. He 
was at one time located in New York 

Mr. Heffernan has been associated 
with the company since 1939 and is al 
ready well known in Chicago. Mr, 
Reiffer has also been associated with 
the company for some months, having 
been a_ substantial personal producer. 





James Hazen Hyde Returns 
to U. S. After 35 Years 


James Hazen Hyde, vice-president of 
Equitable Society years ago, has ended 
his self-imposed exile of 35 years in 
foreign lands. He returned on the 
“Excalibur,” touching his native soil at 
Jersey City and taking up residence in 
the Savoy-Plaza, New York City. Mr. 
Hyde, who went to France in 1905 and 
has made Paris his official residence, 
returned, he said, primarily to attend 
the wedding of his son Henry Baldwin 
Hyde, New York attorney. He plans 
to remain here indefinitely. 
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WHAT’S GOING TO HAPPEN? 
INFLATION COMING ? 
WHAT’S THE USE OF SAVING? 


Those are the BIG questions today, for everyone with a dollar to 


Now, as in all troubled times, people turn to life insurance for its 
stability and for sound, long-range investment — 

people, and to thousands being added to factory and pla 
Minnesota Mutual's unique Pay-Roll Deduction Plan offers attractive 
pe of insurance—including complete family 
insurance for any employee—can be purchased through small monthly 


Over 500 firms now using this plan are doing so at practically no 


Our Field Force enjoys these ADDITIONAL advantages: 


1. A liberal agency contract 

2. A plan for financing your agency 

3. Accounting methods to guide you 

4. Proven plans for finding—training agents 

5. A liberal financing plan for your agents 

6. A unique supervisory system 

7. Organized Selling Plan 

8. Unusually effective selling equipment 

9. Policies for every purpose: Regular — Family — 
Juvenile—Women—Group—Payroll-Savings, etc. 
Low monthly premiums 


A $240,000,000 Mutual Company, 61 years old, with an 
understanding, cooperative Home Office 


THE MINNESOTA MUTUAL 
LIFE INSURANCE COMPANY 


Saint Paul, Minnesota 


To these 
nt payrolls, 
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hief i isi Given Inform saan with the strict requirements of the so- general counsel Standard Life, secre- 
ae Georgia oe 7 ormal Beneficiary ciety’s bylaws, which could be waived tary-treasurer law section National 
sistens on a Suicide Case Change Is Held Valid by the society for the benefit of the Fraternal Congress. 
-” : ‘ ’ . ite teed assured. However, the appellate court 
c The a ne Wad A change of beneficiary in the life reversed the lower court and remanded 
before it the case of New TS od- insurance certificate, effected by writing the case on the ground that the plaintiff 
- has men Circle. a of the = in the name of another beneficiary be- could not claim the assessment pay- REJECTED RISKS 
al pro- tiffs sister provi pe peg the ge se id neath the original one, was held valid ments were made promptly and then , ; 
'Y " tion and by-laws of te eed should by the St. Louis court of appeals in later adopt the theory that suspension Companies are quite happy about a 
 Ork, form a part ot pe earaigi phage ane Blue vs. American Woodmen. The of the assured was waived by the so- favorable mortality showing and ordi- 
Pe vided that ~ sy — set dad b hos plaintiff was the assured’s daughter ciety’s custom of permitting payment of narily put it forward as a prominent 
2 in the — ee woo pe ine bv who, evidence showed, had paid his as- delinquent assessments in violation of part of the annual statement. Which 
i Afr. own hane aati death she had been S¢SSments for about the last two years the bylaws. It was held there was no recalls the story, probablv apocryphal, 
oe ed to ple gel alg of his life but was late in paying the evidence that provisions with reference of a typographical error in the state- 
wry highly ao on a bed near the telephone last two monthly assessments before his to reinstatement had been complied with ment of one company so that it read, 
meer. et which the enerated and. the death. The appellate court agreed the by the assured. “The morality of the companv is the 
aes who was summoned and who had change in beneficiary did not conform The case was briefed by R. F. Allen, lowest in history.” 
previously treated her testified that she 
ms was dying when he arrived and he could 
do nothing. The cause of death was at- 
tributed to strychnine, self administered. FI N A N C | A l STATE M é NT AS OF D f C r M B ‘ i 31 19 49 
| A bottle in her purse had contained ‘ 
prides strychnine and a bottle at her living 
ended quarters contained same substance and 
ars if was partially empty. Two letters were 
Pg found on the desk which were addressed 
soil at to her sister and a brother directing 
Bee what she wanted done with her property 
a Mr. and how she wanted to be buried. 
me aul The court found that the evidence : 
idence, would give rise to only one inference Legal Reserve Life Insurance for Lutherans 
— and that of suicide and reversed the Herman L. Ekern, President 
alawin judgment entered on the verdict re- ' —— = > WINNECOT 
plans turned by the jury in the lower court HOME OFFICE, 608 SECOND AVENUE, SOUTH, MINNEAPOLIS, MINNESOTA 
in favor of the plaintiff. There was some , 
—_ evidence which suggested that death had The Lutheran Brotherhood is composed of Lutheran Men, Women and 


Children owning 68,910 life insurance contracts. These people are the 
Lutheran Brotherhood, they own the Lutheran Brotherhood and they alone 
receive the profits of the Society. There are no stockholders. All Lutherans 
in the United States and Canada are eligible for membership. 


ASSETS LIABILITIES 


First Mortgage Loans: Reserves on Policies and Annuities. ......... $ 8,826,566.00 
Held in reserves required by statute for the pay- 


resulted other than from poisoning and 
a dissenting opinion favors the affirma- 
tion of the lower court’s judgment. 





Institute Names War Committee 


W. O. Menge, Lincoln National Life, 
has been appointed chairman of the war 
committee of the Institute of Home 

















Office Underwriters. President W. K. City Na aa a rd ia a 3 ( 28.39% ) $3,253,407.58 ment of benefits promised our policyholders. 
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h D. N. Warters, Bankers Life, is . Present Value of Disability Claims Payable in 
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jus bots ce a Lg “i Cash... eee eeee eee eee cette ees ( 2.60%) 298,455.98 Death Claims Awaiting Proof............... 14,314.00 
: Premiums Due and Deferred Miscellaneous Reserves ............--++eeee 85,229.30 
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not furnished within 31 days as required 
by the policy, it being admitted that it 
was in full force and in effect at the 
date of death. 


It was shown that the insured termi- 
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EDITORIAL COMMENT 





Where Selling Pressure Is Needed 


At THE TNEC hearings, in the SEC life 
insurance report, and in the address of 
Superintendent Pink of New York at 
the New York State managers’ recruiting 
conference the high pressure evil has 
taken quite a kicking around as the root 
of most life insurance ills. In fact high 
pressure has been getting so much atten- 
tion that there is likely to be a good 
deal of confused thinking about it be- 
cause the term means something dif- 
ferent to every person who uses it. 

The SEC’s emphasis on sales pres- 
sure and its suppression of the thought 
that a degree of pressure is justified if 
insurance is soundly sold lead to the 
suspicion that the SEC is again making 
use of its old friend, the science of 
semantics—the use of words which will 
arouse the emotions that you want them 
to arouse. The term high pressure has 
a hateful sound to the average layman. 
When the high pressure tag is hung on 
life insurance the layman feels that his 
resentment against any sort of selling 
persuasion is quite justified. 

To many the voice of the agent is the 
voice of conscience. Unless an agent 
reminds him, the average insured can 
successfully forget that his widow would 
probably have to get a job mopping 
floors if he were absent-mindedly to 
walk in front of a truck. He resents 
being reminded, even in a nice way, that 
only his own piggishness keeps him from 
curing the situation. From the SEC’s 
indictment of high pressure it will be 
all too easy for the insured or the pros- 
pect to class any but the most ineffec- 
tual attempt to sell as “high pressure.” 

Let’s look at all this realistically. 
Even if we assume that the government, 
as the SEC investigators propose, sets 
up some modest funerals-for-all benefit 
so that nobody will have to take a post- 
mortem course at medical school, it will 
still be highly desirable from the point 
of view of the buyer and of society that 
large amounts of life insurance continue 
to be bought. Experience has shown 
that if any appreciable amount of it is 
to be bought it has to be sold. Selling 
means persuasion. The life insurance 
business is overwhelmingly committed 
to the agency system, which is as it 
should be. In no other way can the 
benefits of life insurance be spread 
widely enough to do any real good. 

From what Superintendent Pink said 
it was clear that he was not worrying 
about the tender feelings of those pros- 
pects who resented having their con- 
sciences waked up. He was concerned 


about the tangible results of high pres- 
sure selling—insurance sold through the 
pressure of persistence or aggressive 
personality rather than through the 
pressure of an idea. 

The line should be clearly drawn be- 
tween the subjective and objective 
phases of pressure in selling, though 
sometimes there is a connection. The 
subjective side includes the irritation and 
resentment that salesmanship of any de- 
gree of pressure sometimes builds up. 
It is so elusive as to be almost impos- 
sible to define, for with skill and good 
humor an agent can sometimes put on 
extremely high pressure without the 
prospects even realizing it. The objec- 
tive symptoms, however, are much more 
serious. They include lapsed policies, 
the policyholder who doesn’t know why 
he bought his insurance except to get 
rid of the agent perhaps, and unwilling- 
ness to buy or perhaps even consider 
adding to his life insurance. High pres- 
sure selling is not the only cause of 
these evils but it is quite likely to be, 
as Superintendent Pink said, the prin- 
cipal one. 

It is much more practical and less 
confusing to regard high pressure sell- 
ing as solely in its objective aspects. 
Thus, to whatever extent selling pres- 
sure leads to poorly sold business and 
lack of persistency we have an objective 
measurement of sales pressure. Aside 
from clearly abnormal situations, it can 
be concluded that where persistency is 
poor sales pressure has probably been 
high—at least as compared with the de- 
gree to which the agent has really con- 
vinced the buyer of the value of life 
insurance. Though less capable of ready 
measurement, the resistance of buyers 
to further sales is also something of an 
objective measure of the type of pres- 
sure to which the buyer has been sub- 
jected in the past. 

The trouble with trying to discuss 
high pressure on any basis other than 
the foregoing is that it is largely a mat- 
ter of taste that is involved. There will 
always be a wide variety in sales tech- 
niques for there is a wide variety in 
buyers. A sensitive, introverted type of 
buyer may feel he is being high pres- 
sured by even the mildest type of selling. 
On the other hand a more robust type 
of personality is likely to think the sales- 
man is incompetent unless he gets in 
there and punches. 

In the sale of a commodity like life 
insurance which satisfies no immediate 
desire except perhaps bringing a new 


peace of mind there is inevitably more 
selling pressure necessary than in the 
purchase of an automobile or a radio. 
For the same reason the coverage can 
be dropped without the insured having 
the same feeling about it that he would 
if the installment company’s man came 
up to tow his car away. For the good 
name of the life insurance business 
whatever pressure is exerted should be 
put on in such a way that the buyer 
does not get a permanent dislike for life 
insurance agents. But by and large it 
will be only a fortunate few among life 
agents who can do all their selling with- 
out putting on at least some degree of 
pressure. 

Apparently what needs to be done is 
not to make the pressure less but to 


spread it out more and perhaps even t, 
increase it, not at the time of the initia) 
sale but when the renewal premiums ar. 
due. There is certainly more than , 
chance connection between the fact tha 
the companies with the best persistenc, 
rates sell a large part of their new bus). 
ness to old policyholders. It should cer. 
tainly take less persuasion to keep , 
policy in force than to sell it in the firs 
place but it does require some persy;. 
sion. The life insurance business woy|j 
undoubtedly do well to see that the de. 
sirable degree of sales pressure that js 
put on to sell a policy in the first place 
is not allowed to be so relaxed that the 
insured forgets why he Dought the 
coverage and how important it was to 
him to keep it in force. 








PERSONAL SIDE OF THE BUSINESS 





Richard Y. Rowe, who was vice-presi- 
dent and secretary of the old American 
Bankers of Jacksonville, Ill, has been 


appointed secretary of the Illinois 
budgetary commission by Governor 
Green. He was an unsuccessful candi- 


date for secretary of state in the Re- 
publican primaries last year, and has 
for years been prominently identified 
with the Republican organization in 
Illinois. 


James L. Cole, superintendent of agen- 
cies, has completed 20 years of service 
with the Connecticut General. Mr. Cole, 
who was graduated from Trinity Col- 
lege in 1916, began his business experi- 
ence as a life insurance salesman, giving 
it up to enter the service during the last 
World war. In 1921 he joined the 
agency department of the Connecticut 
General. He was elected assistant su- 
perintendent of agencies in 1923 and 
superintendent of agencies in 1929. 


Holcomb Green of Atlanta, general 
agent of the Guardian Life for Georgia, 
was elected treasurer of the Social 
Service Index there. 

John Morrell, the famous multi-mil- 
lion dollar producer of Equitable So- 
ciety in Chicago, has been elected a di- 
rector of the Kropp Forge Company. 

Lieut. Col. Thomas A. Thrash, who in 
civilian life is first vice-president of Co- 
lumbia Mutual Life of Memphis, has 
been ordered to active duty as head of 
the Memphis military district, organized 
reserves. He served in the World war. 
entering with the rank of first lieutenant 
and later being made captain. He joined 
Columbian Mutual Life in 1919 in At- 
lanta and in 1922 went to Memphis. He 
has been first vice-president since 1926. 

Riley G. Cunningham, Wichita man- 
ager Metropolitan Life, has been elected 
president of the Wichita Community 
Chest. 


J. G. Monroe, superintendent of agen- 
cies Midland "Mutual Life, has just 
observed his 83rd birthday. He received 
congratulations and good wishes from 
many friends. 


W. T. Grant, president Business 
Men’s Assurance, is on a combined 
pleasure and business trip to New Mex- 
ico and Arizona. In Phoenix he will 
inspect the new office recently opened 


with Manager W. B. Huie in charge, 
He stopped off in Wichita to spend a 
day with Manager Bert A. Hedges and 
arrange for a meeting of Kansas agents 
during the mid-year meeting of the 
NA. Us. 

M. W. Suftin, representing the Reli- 
ance Life in Benson, Minn., a rural 
Minnesota community of 2,750, wrote 
480 policies for a total of $770,000. To 
celebrate his achievement Mr. Suftin 
gave a dinner to a group of friends at 
which J. P. Troop, manager of the 
northern department of the Reliance in 
Minneapolis, and P. J. Sletterdahl, editor 
of “Northwest Insurance,” were speak- 
ers. 

R. N. Waddell, general agent for Con- 
necticut Mutual in Pittsburgh since 1934, 
has been named chairman of the Pitts- 
burgh Community Fund drive for 1941. 
He led the Red Cross drive in Pitts- 
burgh in 1940. Mr. Waddell was head 
football coach at Carnegie Tech from 
1925 until 1932, and was candidate for 
mayor of Pittsburgh on the Republican 
ticket in 1937. 

E. D. Verink, manager of the Union 
Central Life in the Board of Trade 
building, Chicago, got in the papers this 
week. He was a passenger on the 
American Air Lines plane that on its 
landing in Lunken airport at Cincin- 
nati, hit a dike, resulting in a violent 
shakeup of passengers and _ fracture 
of pilot’s skull. Mr. Verink was 
going to his head office. Fortunately he 
escaped any injury. 

Realizing the crash was impending, 
Mr. Verink braced himself with his feet. 
The ship was twisted apart immediately 
in back of Mr. Verink’s seat. Mr. 
Verink and one other passenger were 
the only two conscious after the crash. 
He aided in removing the passengers 
from the ship as soon as the door coul 
be opened. Mr. Verink was in the home 
office the day following the accident. 

The accident did not affect Mr. 
Verink’s liking for air travel. He plans 
to return by plane to Chicago. 

Homer Guck, well known in life insur- 
ance circles, as he was formerly public 
relations manager of the old Detroit 
Life, spends his winters for the most 
part in Chicago and the summers at his 
home at Eagle Harbor, Mich., the most 
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thern point of the northern peninsula 
sei into Lake Superior. Mr. Guck 
was formerly publisher and editor of a 
daily paper at Houghton, Mich. His 
old time confrere, now Secretary of the 
Navy Frank Knox, had a similar paper 
at Sault Ste. Marie. Mr. Guck became 
connected after his life insurance expe- 
rience with the Union Trust Company 
of Detroit. He then became associated 
with the Hearst publications. He was 
head of the San Francisco “Examiner” 
and made a very lively publication of it. 
Later he was sent to Chicago as presi- 
dent of the Chicago “Herald-Examiner.’ 
During his administration the paper re- 
duced its annual operating loss very 
materially. 

H. W. Uhle, superintendent of Pitts- 
burgh No. 5 district of the Prudential, 
was honored at a dinner for completion 
of 25 years with the company. E. J. 
Maclver, assistant secretary, presented a 
badge and certificate of Class E mem- 
pership in the Prudential Old Guard. 

Wadleigh B. Drummond, chairman, 
and Rolland E. Irish, president of the 
Union Mutual Life of Portland, sailed 
this week for Puerto Rico. They will 
be gone about a month. 

Fred C. Hathaway, Los Angeles man- 
ager Mutual Life of New York, has 
been elected president of the Altrurian 
Club of Los Angeles, composed of mem- 
hers of Rotary Clubs from other cities 
who have lost their classification through 
removal to Los Angeles. 





DEATHS 


E. W. Hillweg, 80, who was a mem- 
ber of the home office staff of North- 
western National Life from 1903 until 
his retirement in 1928, died in Minne- 
apolis. For a number of years he was 
supervisor of agencies and later became 
assistant Secretary. 

G. W. Sessions, 84, one of the oldest 
agents in the W. M. Hammond agency 
of the Aetna Life in Los Angeles in 
point of service, died following a brief 
illness, He had been with the agency 
since 1917. 

_Mrs. Ruth Raymond Ives, wife of 
Norton Ives, associate general agent 
State Mutual Life in Detroit, died in 
Harper Hospital from pneumonia. Her 
father, C. L. Raymond, Detroit agent, 
died from the same disease two weeks 
previously. 





Making Readjustment 
in Premium Payments 


Assistant Manager H. P. Drake of 
the Equitable Society of Portland, Ore., 
makes a practical suggestion regarding 
readjustment of premium dates where 
they are inconvenient. He says: 

‘The ownership of an adequate life in- 
surance program gives to most policy- 
holders supreme satisfaction because of 
the security it provides. Occasionally, 
however, this satisfaction is marred by 
an inconvenient arrangement of pre- 
mium-paying dates, with the result that 
the policyholder frantically pinches pen- 
nies in an attempt to meet an unusually 
large premium one month, while most 
other months are devoid of premiums. 
Sometimes in that one frantic month the 
policyholder is tempted to become 
soured on life insurance, while what he 
should be soured on is the impractical 
arrangement of his program. Many a 
Situation of this kind can be remedied 
trough periodic policyholder service 
s, with a simple premium adjustment 
arranged by the agent, and of course 
Without any interference in the security 
of the plan itself.” . 
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COMPANY MEN 


New John Hancock 
Underwriting Head 


W. R. Pond, head of the underwriting 
department of John Hancock Mutual 
Life, has now re- 
tired from active 
service and Frank 
J. Keefe takes his 
place. Mr. Pond let 
it be known several 
months ago that he 
would be retiring at 
this time. 

Mr. Keefe has 
been with John 
Hancock 38 years 
and has been in the 
underwriting  de- 
partment _ since 
1917. He was made 
assistant manager 
of the department in 1919 and associate 
manager in 1939. 

Mr. Pond had been with John Han- 
cock almost 40 years. He started as an 
agent in the field, but was taken into 
home office service 10 years later. Be- 
fore organizing the underwriting depart- 
ment in 1918, he worked in an agency 
supervisory capacity and as an inspector. 








Frank J. Keefe 





Walden Succeeds Sisserson 
with Mutual Benefit Life 


With the retirement of James S. Sis- 
serson as assistant secretary of Mutual 
Benefit Life his duties in the accounts 
department were assumed by Joseph 
Walden, who has been appointed as- 
sistant comptroller. 

Mr. Sisserson’s association with Mu- 
tual Benefit dates from 1888. He began 
in the bookkeeping department from 
which the present accounts department 
was created many years ago. He was 
made assistant secretary in 1932. Mr. 
and Mrs. Sisserson have left for an ex- 
tended vacation in Florida. 

Mr. Walden has been associated with 
Mutual Benefit since 1907. He has been 
working with Mr. Sisserson, handling 
the general accounting. 





Home Office Men Promoted 


The Connecticut General Life an- 
nounces the following appointments: H. 
B. Williams, superintendent of the ac- 
counting division; I. G. Bjork, super- 
visor city loans; D. C. Mahoney, man- 
ager city real estate; R. V. Farrel, as- 
sistant manager group sales; P. E. Britt, 
chief group underwriter, and Malcolm 
Hood, chief claim examiner. 

Mr. Williams started with the Con- 
necticut General in 1895. For more than 
12 years he has been chief clerk of the 
accounting department. Prior to join- 
ing the Connecticut General in 1932, Mr. 
Bjork was associated with the People’s 
Securities Company of Chicago as treas- 
urer. In 1932 Mr. Mahoney joined the 
investment department after 11 years 
real estate experience. 

Mr. Farrel joined the Connecticut 
General’s group department in 1925 
where he has been active in sales super- 
visory work. Mr. Britt joined the Con- 
necticut General in 1926 and has been 
an examiner in the claim department 
in New York state and New England. 
Mr. Hood has been a member of the 
claim department since 1925. 





Taylor on Natl. Fidelity Board 


Bennett Taylor, vice-president and 
superintendent of agencies of National 
Fidelity Life, Kansas City, has been 
elected to the board. 





The California-Western States Life 
has added two new directors to its 
board, which now numbers 24. New di- 
rectors are C. E. Christenson and W. S. 
Cowgill, both of San Francisco. 











Five Points 
of Advantage 


for Occidental 


Representatives 


Occidental representatives go forth with five distinct ad- 
vantages . . . BEFORE they meet their prospects. They are 
armed with (1) "Perfect Protection" features, (2) The 
"Double Protection" feature (3) publication advertising to 
seek out prospects, (4) specific policy and feature booklets 
and direct mail matter, and finally (5) alert and aggressive 
help of a sales-minded home office staff. This combination 
has resulted in a corps of happy representatives that stay 
that way because of satisfied policyholders. Occidental’s 
healthy growth reflects the teamwork of its official family. 
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Performing an OUTSTANDING 











OST people are sold on life in- 

surance and want to enjoymore 
of its benefits. Their particular prob- 
lem is how to arrange their budget 
to accommodate more insurance. 


ESTATER Calemetec 


is rendering an outstanding public 
service—creating invaluable good- 
will for agents and their companies 
—helping more people help them- 
selves to adequate life insurance. 


BUILDS BUSINESS 

The fascinating process of deposit- 
ing a coin a day to keep the calendar 
up-to-date makes premium accumu- 
lation easy. Stimulates thrift—makes 
friends and creates more business. 

Calemeter is a big lever to secure 
educational and juvenile business 


““SON, THIS 
MEANS THRIFT 
AND COLLEGE 
FOR YOU” 











she 
\\\ 


b 1 this strik ACoina 
because parents welcome this strik- Sey Moana the 
ing plan that builds character and yn ee 
teaches children the importance of Up-to-Date 


thrift. 

Prospects and clients will delight 
in this modern, convenient, easy Y 
way to save. Start using Calemeters 
now. It works—it pays. 


Sample ESTATER Cale- 
meter with “Million Dol- 
lar” Selling Plans and 


field-tested Sales $] 
Talks. Postpaid... 
Executives: Send for sample ESTATER 


and details of our plan that saves 
money for your agents. 


ZELL PRODUCTS CORP. 


936 BROADWAY, NEW YORK, N. Y. 





DIMES, QUARTERS 
OTHER COINS 
AND BILLS 







UTSTANDING SUCCESSFUL BUSINESS BUILDER 
Prospect FindereInterview Getter 
Sales Closer *Effective for Follow-Up 
Additional Business ¢ Larger Policies 


FREE SELLING PLANS SHOW YOU HOW! 
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LIFE AGENCY CHANGES — 





Provident Mutual Names 
Jeffrey in St. Louis 


The Provident Mutual Life has ap- 
pointed Rex D. Jeffrey general agent 
for St. Louis. 
He has until 
recently 
served as su- 
pervisor of 
the Los An- 
geles agency 
under James 
H. Cowles. 

tin St: 
Louis he 
places J. 
kins Parker, 
who resigned 
because of 
serious and 
prolonged 
illness. 

Mr. Jeffrey 
studied law before joining the Provident 
as special agent. On several occasions 
he qualified for the leaders clubs and 
made a notable record as supervisor in 
Los Angeles. He is a graduate of the 
Sales Research Bureau agency manage- 
ment school. 


— 





Rex D. Jeffrey 


G. P. Williams Is Lyman’s Aid 


George P. Williams has been named 
assistant manager of the Denver agency 
of Union Central Life. He will aid Guy 
C. Lyman, formerly of New Orleans, 
who has just been transferred to Den- 
ver as general agent. 

Mr. Williams entered the business 
with Union Central in Denver 18 years 
ago. He qualified for the $250,000 Club 
his first year and has maintained club 
membership for 18 consecutive years. 

For several years Mr. Williams has 
also handled supervisional responsibili- 
ties. He has served as a director of the 
Denver Association of Life Underwrit- 
ers and has been prominent in civic 
affairs. 





Named at Long Beach 
by Pacific Mutual Life 








JACK W. JONES 


Appcintment of Jack W. Jones of 
Long Beach, Cal., as general agent of 
Pacific Mutual Life is announced. 

He has been in life insurance field 
work for six years and is active in asso- 
ciation work. He is a graduate of the 
University of Arizona, with engineer- 
ing degrees, and is a C.L.U. His offices 
will be in the Ocean Center building. 





Steiner Associate Manager 
Equitable Society, Chicago 


Harry Steiner, million dollar producer 
of the Lustgarten agency of Equitable 
Society in Chicago, has been appointed 
associate agency manager. He has been 





HARRY STEINER 


with the Equitable and in the business 
for 13% years. 

Mr. “Steiner qualified for the Equita- 
ble’s Million Dollar Club in 1929 after 
only 16 months in the business. His 
paid production over the period since he 
started with Equitable has averaged 
more than $1,000,009 of new insurance a 
year. 

Mr. Steiner in 1930 was graduated 
from the Life-Trust Institute in Chicago, 
and two years later won the C.L.U. 
degree. He was the first member of the 
Equitable Society to qualify in 1933 for 
the Million Dollar Club. 

In recent years Mr. Steiner has ex- 
tended his activities to writing group 
life insurance, last year by qualifying for 
the Equitable’s Group Millionaires Club. 
He specializes in conservation of estates 
through a study of wills and trusts, and 
has devised his own distinctive methods 
of estate and insurance analysis. 

Mr. Steiner before entering the life 
insurance business for 13 years was in 
sales and executive work in the jobbing 
end of the wholesale woolens business 
in Chicago. 

He is a life member of the Million 
Dollar Round Table and has qualified 
for it for eight consecutive years. Upon 
one occasion he placed a total of $1,000,- 
000 on several lives in business insur- 
ance policies all of which was written 
by the Equitable. Mr. Steiner’s best 
year was 1939 when he paid for $1,656,- 
000 in the Equitable Society alone and 
an amount in surplus business with 
other companies sufficient to take him 
well over the $2,000,000 mark. He also 
achieved $2,000,000 paid business in 
1931, when the amount accepted by the 
Equitable was $1,577,750. He has failed 
in only one of the last 13 years to reach 
$1,000,000 status, 1932, and in only two 
years to pay for $1,000,000 annually in 
the Equitable. 





Wright Retires; Richardson 
Now Birmingham Manager 


Coke Wright, manager for the last 
30 years for Acacia Mutual Life in 
Birmingham, is retiring but will con- 
tinue as a special representative in that 
territory. He is succeeded by Robert I. 
Richardson, who has been Pittsburgh 
branch manager since September, 1939. 

Mr. Richardson started with Acacia 
in Washington, D. C., branch and was 
so successful in personal production that 
he was moved to Pittsburgh when the 
opening occurred. With the exception 


of President Montgomery, Mr. Wright 
is the oldest field man in point of serv- 
ice with the company. 


Miller Made Indiana Manager 


Frank A. Miller has been appointed 
manager of the American National for 
Indiana, with offices at 130 East Wash- 
ington, Indianapolis. He was formerly 
with the American United Life and the 
Kentucky Home Mutual Life in various 
home office capacities and as agency 
supervisor. He is a C. L. U. and has 
had 13 years life insurance experience. 








Brown Named N. C. Supervisor 


C. A. Brown has been appointed 
agency supervisor in charge of the Dur- 
ham, N. C., territory by the Bankers 
Life of Des Moines, to succeed the late 
J. C. Michie, Jr. He has been with the 
Durham agency since January, 1940, and 
is a graduate of the company’s sales 
training course. 

Ralph E. Larson, past president of the 
Madison Association of Life Under- 
writers and formerly co-manager for 
Central Life of Iowa in southern Wis- 
consin, has joined the Mutual Benefit 
Life in Madison. 


CHICAGO 


MYERS TO ADDRESS CASHIERS 


Glen W. Myers, actuary and assis- 
tant secretary Federal Life, will address 
the Life Agency Cashiers division of 
the Chicago Association of Life Under- 
writers March 18 on “What benefits life 
officer cashiers may expect from the 
Life Orxiice ee Association ex- 
aminations.” J. C. Raupp, New York 
Life, is program chairman. Miss Ethel 
N. El mer, Connecticut General, is chair- 
man. 

















PROSPECTING METHODS DISCUSSED 


Prospecting methods for both new 
and established agents were discussed 
before the Life Agency Supervisors 
Club of Chicago by R. W. Frank, State 
Mutual; R. P. McCaskey, Massachu- 
setts Mutual, and Elmer J. Grandson, 
Union Central. 





NAVIN SETS 12-YEAR RECORD 


P. F. Navin, Wiese agency, North- 
western National Life, Chicago, has 
rounded out 624 consecutive weeks as 
an App-a-Week Club qualifier. He has 
turned in at least one application a, week 
during his 12 years of service, averaging 
110 applications annually. 





BESSER AGENCY STANDS FOURTH 


The E. E. Besser general agency of 
Lincoln National Life in Chicago placed 
fourth countrywide in paid volume in 
February. This was a double record, 
since the Besser volume was also greater 
than that of any other fourth place win- 
ner in the last five years. Lincoln Na- 
tional was 17 percent ahead in February 
of the same month last year. 





SUBSCRIBE TO 


Insurance men of the Chicago area 
who do not receive the Insurance Ex- 
change Magazine regularly should sub- 
scribe at once by using the handy sub- 
scription card in this issue. The cost is 
only $1 a year. 


MAGAZINE 





SCHWEMM OFFICE ENLARGED 


Earl M. Schwemm, Chicago manager 
Great-West Life, has enlarged his office 
about 30 percent, the additional space 
being devoted to the brokerage depart- 
ment. The door opens on a corridor 
close to the elevators in the Field build- 
ing, this being more attractive to brokers. 
Roy L. Simpson, brokerage manager; 
Gordon Cantelon, group supervisor, 
and R. C. Frasier, supervisor, have 
their private offices in the new space. 
Mr. Schwemm also has installed a 
library there with a cabinet holding a 
stock of all the forms which the agents 


use so they need not walk to the fron: 
office to get them. Mr. Schwemm, who, 
agency led the entire Great-West |), 
organization in this country and Canad, 
last year in paid volume, reports produ. 
tion is continuing at the same high level 








COAST 


Bill in California Would 
Change Method of Taxation 


A constitutional amendment relating 
to the method of taxing insurance com 
panies in California is called for sea 4 
resolution introduced by Assemblymay 
Thomas Maloney, San Francisco, now 
before the insurance committee of th: 
legislature. It provides for progressiy, 
elimination of the right to offset taxes 
on real estate against gross premiyy 
taxes and would reduce the rate oj 
gross premium tax in proportion to tl, 
amount of offset eliminated. 

The change, if adopted by voters 
would not become effective until afte 
Dec. 31, 1942. It would reduce the pres. 
ent 2.6 gross premium tax on a gradu. 
ated scale starting with 2.55 percent jn 
1942 down to 2.35 percent in 1947, when 
it would become stationary. In the in. 
tervening years, the schedule would be: 
1944, 2.50 percent; 1945, 2.45 percent: 
1946, 2.40 percent. 

Deductions which may be made from 
the tax are the principal office deduc- 
tion and the real estate deduction with 
certain limitations. There could be de- 
ducted certain percentages of taxes paid 
on real estate owned in the state, not 
in excess of these percentages of de- 
ductible taxes paid on real estate owned 
in the state in 1939: 1943, 75 percent; 
1944, 55; 1945, 35; 1946, 15. The ta 
is to be in lieu of all other taxes and 
licenses, state, county and municipal, 
with certain exceptions. 





— 








Sullivan's Appropriation Cut 


OLYMPIA, WASH. — The 
which developed over the appropriations 
request of Commissioner Sullivan appa- 
rently had no_ serious consequences. 
Governor Langlie and the appropri 
tions committee of the house in putting 
the finishing touches on the depart- 
mental appropriations for the 1941-4 
biennium scaled down Commissioner 
Sullivan’s previous appropriation from 
$221,000 to $212,000. Sullivan had asked 
for $329,739. 


Special Drive for Paul Green 


Paul R. Green, who is completing his 
10th year this month as Seattle general 
agent of the Aetna Life, is being hon- 
ored by his sales staff in an intensive 
drive for business concluding on his at- 
niversary date, March 15. The goal for 
the drive, which began Feb. 15, is $440- 
000 of paid for business. On March } 
the agency staff and other Seattle 1 
surance men will honor Mr. Green 2 
a St. Patrick’s Day breakfast. 








Hunter Completes Coast Trip 


D. Gordon Hunter, vice-president am’ 
agency manager Phoenix Mutual Life. 
was the chief speaker at an age! 
luncheon given by the Leon A. Sone! 
agency in Los Angeles. Mr. Hunter 
has just completed a series of visits 
west coast agencies in Seattle, Port 
land, San Francisco and Los Angeles 


Hartford College Guest Speakers 


Louis M. Robotham, secretary of life 
department Travelers, ‘talked to the life 
insurance class of the Hartford Collest 
of Insurance on selection of life risk 
Frank D. Kineke, actuary of Prudential 
will speak March 28 on industrial lite 
insurance. 








Subscribe to the Accident § 
Health Review now and get the 
annual 64 page Survey Edition free. 


Use the handy card in this issue. 
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Pan-American Men 
Attend Enthusiastic 
Mardi Gras Rally 


NEW ORLEANS—Over 200 Pan- 
American Life delegates and guests at- 
tended the Pan-American’s Mardi Gras 
convention here. eae 

President Crawford H. Ellis extended 
the official welcome and L. A. Good- 
man, El Paso, general agent and lead- 
ing producer, responded. The conven- 
tion theme, “Home Protection Is Na- 
tional Defense,” was introduced _by 
President Ellis. In stressing the im- 
portance of persistency, Mr. Ellis said: 
“It is primarily important for the pros- 
pects’ needs to be adequately covered 





CRAWFORD H. ELLIS 


with insurance protection at the time 
of the original sale, however, it is also 
important to see that the second and 
subsequent premiums are paid; your 
policyholders need their protection as 
much, and possibly more, today than 
they did when it was purchased a year 
ago. The second and subsequent pre- 
miums are vitally important to you in 
building a larger clientele and improv- 
ing your renewal income.” 

Mr. Ellis reviewed the financial state- 
ment which showed increases in assets, 
paid for production and insurance in 
force. “General conditions throughout 
our territory are excellent,’ Mr. Ellis 
declared, ‘““which indicate the year ahead 
should be a bright and prosperous one 
for fieldmen.” 


Render Important Service 


In his talk “Life Insurance Is Home 
Defense,” Dr. Edward G. Simmons, ex- 
ecutive vice-president, reminded the 
agents that they were not only making 
a living but were rendering a service 
secondary only to the ministry by en- 
abling fathers and mothers to provide 
for the protection and education of 
their children and for the uncertainty 
ot old age. “Changing conditions place 
a heavier burden of responsibility on 
the shoulders of the men and women in 
the life insurance field; a responsibility 
that calls for the greatest possible serv- 
ice to a greater number of people whose 
life insurance needs are definite and who 
need the counsel and services of the 


' underwriter in taking care of their fam- 


ily obligations. It is important at this 


_ time particularly to fully realize our re- 


~ sponsibilities 


aac SB as 


to build home defense 


through life insurance.” 
Can Reduce Rejections 


“Buyers of life insurance do not 
Weigh too much the varying purchasing 
power of the dollar,” E. J. McGivney, 
vice-president and general counsel, ex- 
plained. _“They might regard the threat 
of inflation more seriously, if all pre- 
mums were to be paid and all proceeds 
were to be spent in one year, but the 
extension of time for payment of pre- 





miums and for the spending of proceeds 
puts an entirely different aspect on the 
effect of the purchasing power of the 
dollar.” 

On “Medical Mobilization,” Dr. Ma- 
rion Souchon, vice-president and medi- 
cal director, said: “A great number of 
cases which are being either rejected 
or rated because of insufficient data 
could be salvaged through special ex- 
aminations and medical aids.’ He ex- 
plained various tests and aids used in 
determining certain existing conditions 
and stated that the medical underwriters 
want to further progress in the use of 
medical aids that will result in under- 
writing that is accurate and more 
liberal. 

“While on a dozen fronts life insur- 
ance is a defense of the home, the chil- 
dren, old age and financial and business 
enterprises,’ E. H. Hezlett, vice-presi- 
dent and general manager declared, “we 
find that for at least 95 percent of the 
people their life insurance protection is 
inadequate.’ After reviewing the vari- 
ous needs, he further stated that in 
almost 99 cases out of 100 the pros- 
pect’s complete insurance needs are by 
no means covered in the first sale. He 
further emphasized that the rounding 
out of the old policyholders insurance 
program is a duty the agent owes to 
their families, their wives, children and 
their own old age. 


Gleason Reviews Statement 


F. W. Gleason, vice-president and 
secretary, presented a comprehensive 
report on “The Stronghold of Safe In- 
vestments,” illustrating in digestible 
form, the financial conditions of the 
company. “With out house in order, 
we are prepared to defend and protect 
the principles to which we are pledged,” 
he declared. 

“Thinking ahead” and “stopping to 
get perspective” is a prelude to progress 
and will prove to be one of the decisive 
factors in national development,” J. Y. 
Ruddock, vice-president and actuary, 
pointed out in “The Underwriters’ Role 
in National Defense.” Today’s condi- 
tions and factors provide unlimited op- 
portunities for the men in the field, he 
said. 

L. S. Brown, Pittsburgh, related in- 
teresting experiences in discussing “Re- 
connoitering the Sales Field.” 

Appropriately inscribed plaques were 
presented by Mr. Simmons, to the three 
leading producers for 1940, Mr. Good- 
man, J. C. Johnson, Pensacola, Fila., 
general agent; and M. Merritt, 


Pensacola, Fla., president, vice-presi- 
dent and secretary respectively of the 
1940-41 Dynamo Club. 

A symposium of dynamic ideas was 
presented by senior Dynamo Club 
members, covering “Organizing Your 
Sales Talk,’ “Prospecting Charts and 
Illustrations,’ “Developing Skill in 
Presentation.” 

Miss B. B. Macfarlane, agency super- 
visor, presented “Louisiana’s Finest and 
Mississippi's Best,” a discussion by 
agents of various needs for life insur- 
ance. 


Individual placards carried by each 
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panoramic view 
Life” and when the 
reversed they formed 


Finest and Mississippi’s 


agent presented in 
“Pan-American 
cards were 
“Louisiana’s 
Best.” 

Delegates and guests boarded a 
steamer for a 30 mile sightseeing trip 
up and down the Mississippi River, 
others toured the Vieux Carre and vis- 
ited historical points. The banquet was 
followed by a floor show. 

At the final session Frank T. Limont, 
general manager of agencies, discussed 
“The Year Ahead,” urging fieldmen to 
concentrate on intensive daily prospect- 








Scales on 


Yes, we grew last year. 


month past due. 





we're proud of it. Assets are up 15%, surplus to policy- 
owners increased 12°/,. insurance in force is up 9%. At 
the close of the year no bond in the portfolio was in 
default as to interest or principal; no mortgage loan 
payment of interest or principal was more than one 


But there’s a growth of which we're still more proud 
—growth of the men—425 of them—who chalk up Lib- 
erty National records. In ever so many ways they’re 
better able to serve their 247,000 policyowners. They're 
better able to make new friends for life insurance too. 


And growth in the ability of man power is a needed 
growth. For the scales in which life insurance is to be 
weighed are not found in committee rooms or legisla- 
tive halls. They sit upon the desk between the life in- 
surance agent and the man he serves. 


Liberty National Life Insurance 
Company 


Birmingham, Alabama 
Frank P. Samford, President 


the Desk 


It was a good year, and 
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ing and constant use of the interview 
plan; to carry out definite sales plan- 
ning and time control which are essen- 
tial in daily activities. 

Bruce Trotter, assistant superin- 
tendent of agencies, discussed ‘“Pene- 
trating Your Prospect’s Defense;” Da- 
vid J. Martino, secretary of agencies, 
“Sincerely Yours” and C. J. Mesman, 
superintendent of agencies, “What Time 
Does Your Next Train Leave?” 

Dr. Simmons explained the sources of 
new business which are available as a 
result of present activities. 

President Ellis designated a goal of 
$5,000,000 in paid for business during 
the annual campaign which will run 
from March 10 to April 10. He also 
set a goal of $185,000,000 of insurance 
in force for the close of 1941 and 
urged each agent to complete his in- 
dividual quota. 


Kansas City Life Series of 
March-April Meetings 


A series of regional sales conferences 
is being held by Kansas City Life in 
March and April, at Portland, San Fran- 
cisco, Los Angeles, Denver, Kansas 
City, Milwaukee, Indianapolis, Wash- 
ington and Atlanta. General agents and 
field representatives in the various terri- 
tories will attend. 

“Emphasis will be placed upon new 
sales promotional ideas rather than on 
subjects with which agents already are 
familiar,” said President W. E. Bixby. 
“Therefore, keynote will be to help rep- 
resentatives increase income levels by 
discussions and demonstrations of mod- 
ern sales methods.” 

Attending the meetings from the 
home office will be Mr. Bixby, J. F. 
Barr, vice-president and superintendent 
of agencies; J. A. Budinger, vice-presi- 
dent and actuary, and W. T. Whitehead, 
director of sales promotion. O. Sam 
Cummings, Texas manager, will accom- 
pany officials. 

President Bixby likens the problem 
confronting agents of providing satisfac- 
tory current earnings and building for 
future security to the nation’s defense 
program in that it requires long-range 
vision and hard work. Vice-president 
Budinger discusses recent changes in 
the company’s underwriting facilities 
which were made to keep pace with 
changing times and conditions. Vice- 
president Barr discusses the sales ad- 
vantages to be found in the current up- 
swing in business. 

After opening talks Mr. Whitehead 
will deal with prospecting, selling, and 
work organization, and new angles on 
sales presentations. 








Loyal Protective Coast Rally 


Loyal Protective Life held a three- 
day school in Portland, Ore., for its 
west coast supervising general agents. 
Subjects covered were recruiting, selec- 
tion, training and supervising of agents. 
The school was conducted by Vice- 
president E. B. Fuller, from the home 
office in Boston, assisted by J. W. Mar- 
tin of Portland, western field super- 
visor. 

Experience of the company, accord- 
ing to Mr. Fuller, has proven that when 
an agent has been carefully selected 
and thoroughly trained, his chances of 
success are not only greater, but the 
persistency of the business written 
proves to be more favorable, resulting 
in a more profitable connection for both 
agent and company. 


Hold N. E. Nebraska Rally 


Eighteen members of the northeast- 
ern Nebraska agency of the Union Na- 
tional Life were guests at an agency 
meeting at West Point of Harley B. 
Graff of that city, general agent for 
northeastern Nebraska and southeastern 
South Dakota. Vice-president Bert 
Rodgers and Senator E. M. VonSeg- 
gern were speakers. 


Franklin’s Wausau, Wis., Rally 


K. B. Korrady, Springfield, Ill., vice- 
president in charge of production of 








Franklin Life, and Walter Wetzel, 
Green Bay, general agent, conducted a 
sales meeting at Wausau, Wis., for the 
ten district agents in that area. 





H. M. Faser, superintendent of 
agencies, Lamar Life, held a two-day 
training school in Nashville, Tenn., fol- 
lowing a series of schools in Alabama, 
Arkansas, and Mississippi. 


AGENCY NEWS 


Wuertenbaecher Enlists 
Agents Wives at Novel Rally 


Harry E. Wuertenbaecher, Penn Mu- 
tual general agent at St. Louis, held a 
gathering of all the agents with their 
wives, in an endeavor to encourage the 
wives to aid their husbands more 
extensively. 

The program took the form of a 
heart-to-heart explanation of what is 
being done to help the agent. The 
wives were shown what the home office 
does for the agent. Sales promotion 
material was exhibited and explained, 
and there was demonstrated what is 
done for recognition of the salesman’s 
progress. 

The wives were given an outline of 
what the agency does for the agent in 
the same directions. 

Cashier Hanora McNicholas_ de- 
scribed what she thought she would do 
if she had a life insurance husband. 

To each wife was given a piece of de- 
scriptive printed matter which carried 
this appeal: 

“Help me organize my time, plan my 
work, get better prospects, give better 
sales talks, keep up my _ enthusiasm, 
qualify for the app-a-week club, qualify 
for the lives club, qualify for the vol- 
ume club.” 


Sun Life Baltimore Rally 


BALTIMORE—W. S. Penny, director 
of agencies, Seth C. H. Taylor, superin- 
tendent eastern division and Carl Howl- 
and, regional superintendent of Sun 
Life of Canada, visited their Baltimore 
branch in charge of Lewis C. Richards. 
A one-day sales congress was held with 
18 men in attendance, followed by a 
cocktail party and dinner dance with 
some 60 attending. 

During the congress Mr. Penny 
spoke on the interest factor of invest- 
ments, Mr. Taylor on organized presen- 
tation and prestige building and mak- 
ing money in business. 

W. S. Hommell of the Maryland de- 
velopment bureau, Chamber of Com- 
merce, spoke on business conditions in 
Baltimore, increase in industrial payroll 
effect of war contracts and the great 
numbers of men moving into the city. 

Manager Richards is proud of the 
fact that every one of his men with 
one year service or more earned an av- 
erage income in 1940 of $3,877. 

















Niemann Agency Again Leader 

The W. K. Niemann agency of Bank- 
ers Life in Des Moines was entertained 
at a banquet attended by home office 
executives to celebrate the agency's 
fifth consecutive year as the company’s 
“champion agency” and also as leader in 
1940 agency gains in Group 1. 

Seventy attended the dinner, includ- 
ing President G. S. Nollen, Vice-presi- 
dent W. W. Jaeger, W. F. Winterble, 
director of agencies, and M. E. Lewis, 
assistant superintendent of agencies. 

Mr. Winterble was master of cere- 
monies and President Nollen gave the 
key address, 


Big Month for Sam ‘Cummings 
Saying it with applications as well as 
flowers was the way members of the 
Texas state agency of Kansas City Life 
paid tribute to O. Sam Cummings, Dal- 
las, during a month’s production cam- 
paign celebrating his nineteenth anni- 
versary with the agency he heads. At 


March 14, i194 
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Depreciation—Dirge 


An executor is “appalled” by the in- 
roads that taxes will make on a certain 


estate now in course of settlement. 


Nota 


few of the testator’s arrangements for his 
family’s future may become impossible of 


fulfillment, 
capital. 


owing to depreciation of 


This situation would have been ren- 
dered less “appalling” by life insurance. 
The estate’s late owner considered the 
erection of such defense, but “never got 
around to it.” 


The moral is clear to the ‘“Man-With- 
the-Rate Book.” 


TA REE 


BRADFORD H. WALEER, President 
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nclusion of the drive Mr. Cum- 
4 a past president of the National 
association of Life Underwriters, was 
presented with a framed memento con- 
taining a bouquet of 488 roses, each 
representing an “app” and the total 
evidencing a production of $1,292,224 or 
an average Of $2,650 per application, giv- 
ing the agency its biggest month since 
9 bd . 
ntigh man in production was Walter 
Pp. Smith of Jasper who contributed 71 
roses for a total volume of $350,000. 
Sixty-six of the applications comprised 
a salary savings case, with each “app” 
a $5,000 income endowment at 60 pol- 


icy. : 
“Orville Eby, assistant manager of the 
agency, was chairman of the committee. 





Union Mutual Agents Open 
New Office, Honor Jordan 


Associates of the new home office 
agency of Union Mutual Life, Portland, 
Me, staged a testimonial production 
drive in honor of Manager Fred T. Jor- 
dan, in connection with the opening of 
new agency headquarters. 

Feature of the dedication was presen- 
tation of a scroll to Mr. Jordan by As- 
sociate Manager Edward B. Dennett for 
the agency force. Leonard C. Allin, su- 
pervisor of the life department of the 
home office agency, was in charge of the 
production drive. 

Opening ceremonies included recep- 
tions for public, insurance men and civic 
leaders of Portland and employes of the 
home office. Commissioner Francis of 
Maine was a guest. 

The new agency includes general 
agency office quarters, cashiers’ quar- 
sa a conference room and an assembly 
hall. 

Manager Jordan joined the company 
in 1939, 





Honor Youngstown for Leadership 


Metropolitan Life was host at a 
“leadership banquet” honoring the 
Youngstown, O., district, which won the 
leadership award for the central terri- 
tory in 1940. About 125 men attended. 
Speakers included J. T. Lynch, president 
of the central territory; E. F. Satalia, 
vice-president, and Roscoe Kessel, 
president of the Northern Ohio Man- 
agers Association. G. P. Finnega, 
Youngstown manager, was in charge. 


Shows 60 Percent Gain in Year 


The Mississippi Valley division of the 
North American Life in St. Louis, 
headed by Agency Director G. L. 
O'Shea, completed its first anniversary 
contest with an increase of 60 percent 
over the preceding year. 
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Kansans Are Busy Doubling 
Their Winnings These Days 


The Topeka Association of Life Un- 
derwriters last Saturday enjoyed what 
had been billed as a “mystery meeting.” 
It turned out to be a variation of the 
question and answer pattern that was 
brought to Topeka by Pendleton A. 
Miller, New England Mutual general 
agent there. Mr. Miller was_ in 
Wichita a few weeks ago when Levi 
Rymph, district manager of Aetna Life, 
was putting on a program that day en- 
titled “Take it or Leave it.” 

Mr. Rymph had a number of slips of 
paper with three questions on each. He 
sold each one in the audience a milk 
bottle cap with a number on it for 5 
cents and he had duplicates in his pos- 
session. Duplicates were placed in a hat 
and the questions in another hat. Mr. 
Rymph wore a tin helmet and had a 
bell. Anybody who could not answer 
any of the questions was given a ring 
on the bell. If a man answered the 
first question he could take a dime or 
he could leave it and try for 25 cents 
by answering the second. If he an- 
swered that correctly he could take 25 
cents or leave it and try for 50 cents 
on the third question. If he answered 
the third question correctly he got 50 
cents. If not he got nothing. 

Some of the questions were clever, 
some humorous and most of them in- 
structive. 

Mr. Miller borrowed Mr. Rymph’s 
questions and shaped them to the local 
situation in Topeka. 





Push Tom Reed's Candidacy 


OKLAHOMA CITY—About 40 life 
men met here to discuss the candidacy 
of Tom B. Reed, Great Southern Life, 
for National association trustee. It was 
announced that besides the Oklahoma 
City association those in Enid, Musko- 
gee and Stillwater, Okla., and Peoria, 
Ill., have endorsed Mr. Reed’s candi- 
dacy. A campaign committee was 
named with J. Hawley Wilson, Massa- 
chusetts Mutual, as chairman and Ho- 
mer Jamison, Equitable Society, and A. 
B. Irwin, Northwestern Mutual, vice- 
chairmen. 





Texas—A goal of 1,639 members by 
June 30 has been set, H. B. Wernette, 
chairman of the membership committee, 
announced in urging more intensified 
membership activity by local associa- 
tions. The association closed 1940 with 
1,354 members, an increase of 122 since 
June 30, 1940. 


Big Los Angeles Congress 


Concludes Series on Coast 


LOS ANGELES—Officials of the Na- 
tional Association of Life Underwriters 
concluded their series of sales congresses 
on the Pacific Coast here. A luncheon 
meeting was held for managers, general 
agents and superintendents, with about 
200 in attendance and a mass meeting 
of agents in the evening, with more than 
1,900 agents on hand. . 

The sales congress here was held in 
conjunction with the Los Angeles asso- 
ciation and the results in the way of in- 
creased membership pledges already are 
being felt. ; 

At the noonday luncheon, special 
guests included many company officials 
and executives of southern California 
local associations. ; 

C. J. Zimmerman, Chicago, immediate 
past president National association, pre- 
sented the plea for increased member- 
ship. 

At the evening meeting, the speakers 
were President Harry T. Wright, Chi- 
cago; Secretary Grant Taggart, Cowley, 
Wyo.; National Trustee James Ru- 
therford, Seattle, and Mr. Zimmerman. 





Hold Three Congresses 
in Alabama March 20-22 


BIRMINGHAM, ALA.—An attend- 
ance of more than 1,000 is expected for 
a three-day sales congress to be held 
March 20-22 under the auspices of the 
Alabama Association of Life Under- 
writers, of which Fred Chisholm of Birm- 
ingham is president. The first day’s ses- 
sion will be held in Birmingham, the 
second in Montgomery, and the third in 
Mobile. 


Six Speakers at Birmingham 


The Birmingham session, with J. 
Orlando Ogle presiding, is expected to 
draw 600 and will include a joint lunch- 
eon session with the chamber of com- 
merce at which C. C. Day, Pacific Mu- 
tual general agent in Oklahoma City, 
will speak on “The Sales Track, a 
Philosophy of Living.” 

Other speakers in Birmingham will 
be W. Head, president General 
American Life, on “World Events as 
They Affect Life in America;” R. J 
Seay, agency training supervisor Met- 
ropolitan Life, “Life Underwriting as a 
Career;” A. Walton Litz, agency man- 
ager Commonwealth Life and former 
president of the Nashville association, 
“Prospecting,” and Fred Crowell, 
“Insurance Field,” “Selling for Profit.” 





HE Life Underwriter is a moulder of character. 
He persuades men and women to consider intelli- 
gently their problems and to meet their responsibili- 
ties through the exercise of the praiseworthy habit of 


thrift. 


The Manufacturers Life representative is encour- 
aged to esteem his calling highly. He is given ex- 
perienced guidance and adequate equipment to assist 
him to follow it with credit and success. 
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On November 3rd, 1934, Bankers 
Life Company made its bow as a 
national magazine advertiser. On 
that date, a Bankers Life full-page 
advertisement appeared in the Sat- 
urday Evening Post. 


—-BLC— 


On January 25th, 1941, Bankers 
Life advertisement No. 50 appeared 
in the Saturday Evening Post of 
that date. 

—BLC— 


Saturday Evening Post circula- 
tion is approximately 3,000,000 
copies per issue. 


—BLC— 


A little simple arithmetic dis- 
closes that in six years Bankers Life 
advertisements have appeared in 
approximately 150 million copies of 
the Saturday Evening Post. That's 
a lot of magazines. 


-BLC— 


During its six years of national 
magazine advertising, Bankers Life 
has seen six of its ads—an average of 
one each year—picked by Tide Mag- 
azine as ‘‘Stoppers. ” 


- BLC— 


Tide's most recent selection was 
the headline on our January 25th ad. 


It said: 
FORGOTTEN 


by the man who said he would al- 
ways remember. 


—BLC— 


Other “Stoppers” selected by Tide 
Magazine from among Bankers Life 
ad-headlines since 1934 were: 


Kind to His Wife. . . 
Cruel to His Widow 


What the Widow Told the Wife 
How Do You Rate as a Father? 


Could Your Wife Afford to be a 
Widow? 


If You Care for Your Wife... 
Care for Your Widow 


BANKERS LIFE 
DES MOINES COMPANY | 
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The same speakers except for Mr. 
Head and Mr. Day, will be heard in 
Montgomery and Mobile, and will in- 
clude all Birmingham speakers, also C. P. 
Shelby, Clarksdale, Miss., app-a-week 
producer of Union Central Life for eight 
years, on “Prestige,” and Graham 
Kirkpatrick, Birmingham general agent 
Mutual Benefit Life, on “Selling the 
Complete Program.” 


Va. State Congresses Held 
at Danville and Norfolk 


The Virginia Association of Life 
Underwriters held a _ sales congress 
known as the Virginia state sales con- 
gress in Danville Thursday for the 
western division, and is holding another 
at Norfolk Friday for the eastern divi- 
sion. The principal speakers are John 
A. Witherspoon, vice-president of the 
National association, and Commissioner 
Bowles of Virginia. 

Arrangements were in charge of W. 
W. Bridges, president of the state asso- 
ciation, with the cooperation of the Dan- 
ville, Norfolk and Portsmouth local as- 
sociations. 








Dern Gives Seven Rules 
for Life Insurance Selling 


DALLAS—Seven rules for life insur- 
ance selling success were laid down by 
A. L. Dern, vice-president and director 
of agencies Lincoln National Life, in 
his address to the Dallas Association 
of Life Underwriters March 5 at the 
Hotel Adolphus. He added that their 
application must be predicated on the 
factor that the way to be successful is 
to decide, first of all, to do something 


about it. 
Mr. Dern explained that, while the 
letters making up his subject, “S.O.S.”, 


stand for the words “Same Old Stuff,” 
the fundamentals of selling life insur- 
ance are still as important as ever. 

He gave his success rules as follows: 

1. Avoid those who are unsuccessful. 

2. Use simple language—that which 
can be easily understood. 

3. Avoid waste effort both in solicit- 
ing the application and organizing the 
sales talk. 

4. Become a good prospector—the 
job of prospecting must be carried on 
simultaneously with selling—ask for 
two prospects at every interview. 

5. Continually strive for 
provement. 

6. Realize that it is necessary to pay 
tribute to drudgery. 

7. Make one new acquaintance every 
day. 
Mr. Dern pointed out that there are 
always prospects where there are good 
life underwriters. 

Mr. Dern also spoke along the same 
line to the San Antonio association. 


—_ 


SPEAKS IN EL PASO 


EL PASO, TEX.—A. L. Dern, vice- 
president and director of agencies Lin- 
coln National Life, stopping over in 
El Paso for a visit to the Louis Lay 
general agency addressed the El Paso 
Life Underwriters Association. He 


self-im- 











Planning Takes Pressure Off 
Both Prospect and Agent 


The agent can and should take the 
pressure off of the prospect and himself 
by discarding the “beating-on-the-desk” 
tactics and instead go to his prospects 
with a well planned presentation that 
includes something definite in reserve 
for the close of the sales talk. The 
agent can then do “relaxed” selling be- 
cause he knows exactly what he is going 
to say and do in the interview. That 
attitude takes the so-called “pressure” 
off the prospect. 

The agent can take the “pressure” off 
of himself by studying and preparing 
himself for the different types of sales 
and thus be self-confident. He can also 
relieve pressure by making sure through 
his prospecting efforts that he always 
has plenty of interesting places to go. 


was introduced by O. D. Sota: San 


Antonio, state manager for the com- 
pany, W. Thornton, medical direc- 
tor, accompanied Mr. Dern. 





Chicago Agents Competing 
in Sales Talk Contest 


A number of Chicago agents this 
week were making recordings in the 
office of the Chicago Association of Life 
Underwriters of five minute sales talks 
in preparation for the sales congress to 
be held April 19 in connection with the 
annual convention of the Illinois State 
Association of Life Underwriters April 
18. Five recordings are to be selected 
for places on the congress program. 

W. C. Peck, manager Reliance Life, 
is holding an elimination contest among 
his agents with a prize if one of them 
places among the five chosen by the 
association judges. Contestants for 
whom recordings are made will be pre- 
sented their disc records after the judg- 
ing has been done. 

Paul Troth, supervisor of publicity 
Home Life of New York, will speak at 
the monthly luncheon meeting March 
19 on “Ideas That Click.” His talk will 
be illustrated with cartoons. 


Looks Favorably on Qualification 


DETROIT—Commissioner Berry is 
more favorably | inclined toward life in- 
surance men’s views on agents’ qualifica- 
tion than former Michigan commission- 
ers, H. B. Thompson, secretary-counsel 
of the Associated Life General 
Agents & Managers and of the Life In- 
surance Council of Michigan, told man- 
agers. 

Life men believe that the first step 
necessary in clearing up the surplus of 
licensed underwriters in the state is to 
eliminate unfit agents now licensed to 
do business, but who do very little of it 
and that little none too soundly. Com- 
missioner Berry is heartily in accord 
with this view, Mr. Thompson said, and 
some tightening of licensing regulations 
may come in this administration. 


Two More Boston Speakers 


BOSTON—C. Wayland Brooks of 
Chicago, U. S. Senator from Illinois, 
and Rev. Garfield Morgan of Lynn 
have been added to the program for the 
New England Sales Congress of the 
Boston Association of Life Underwrit- 
ers March 22. Rev. Mr. Morgan will 
open the congress with an inspirational 
address. 








N. J. Sales Congress June 6 


The sales congress of the New Jersey 
Association of Life Underwriters will 


be held June 6 at the Berkeley-Carteret 
Hotel, Asbury Park. There will be 
morning and afternoon sessions with a 
luncheon and a banquet in the evening. 

Four life associations will take part in 
the congress. 

John A. Ramsay is chairman of the 
committee in charge. J. Bruce Mac- 
Whinney of Newark is president of the 
state association. 





Jackson, Tenn.—Terry Archer, National 
Life & Accident, Chattanooga, president 
Tennessee association, said that “a life 
underwriter is no longer a ‘peddler’ sell- 
ing $1,000 policies to take care of funeral 
expenses, but a professional, a specialist 
in his line, equipping himself by constant 
study to serve the public as it expects 
to be served.” He cited the fact that the 
average number of persons buried in the 
“Potter’s Field” in Shelby county (Mem- 
phis) has been reduced from 800 in 1910 
to 250 in recent years, as an indication 
of the great increase in the number of 
life insurance policyholders. 

Baltimore—A dinner meeting and dance 
was held Thursday. James Elton Bragg, 
manager Guardian Life, New York City, 
talked on “Life Insurance Selling in 
1947.” 

Springfield, Mo.—Advantages of asso- 
ciation membership were set forth by 
Norval Pierce, chairman program com- 
mittee, and J. W. Moore, past president 
Missouri association. H. A. Stone reported 
that five agencies now have 100 percent 
membership. 

Wichita—President W. A. Young of 
Friends University spoke on “The Long 
View of History.’ Reports on progress 
of plans for the mid-year meeting of the 
National association, were presented. 

Toledo—Paul W. Cook, Chicago gen- 
eral agent Mutual Benefit Life, will dis- 
cuss “Business Life Insurance” March 22. 

Denver—J. Stanley Edwards, Aetna 
Life, brought forward a plan to provide 
a mobile kitchen unit for London’s fire 
fighters. The life men decided to pro- 
vide one of these units, to cost about 
$1,500. The campaign has the endorse- 
ment of the Colorado association, the 
Denver Health & Accident Association, 
and other organizations. 

St. Paul—The six weeks sales training 
course closes with a breakfast meeting 
March 15. D. O. McLeran, general agent 
New England Mutual Life, and L. L. 
Erickson, Northwestern Mutual Life, will 
speak on “The Close.” M. N. Meyer, 
Guardian Life will preside. 

Motivation was discussed at the last 
meeting by J. L. MacBean, Sun Life, and 
C. W. Streeter, Equitable Society. H. J. 
Wise presided. Mr. MacBean advised 
agents to dramatize motivation to get 
best results. 

Chippewa Valley, Wis.—At the monthly 
luncheon meeting in Eau Claire, Robert 


Shay, Minneapolis, manager Bankers 
Life, discussed “Prospecting and: Clos- 
ing.” H. A. Newhart, Chicago, in charge 


of agency work for Mutual Trust Life 
will speak at the May meeting. April 
will be devoted to planning details for 
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to specialize in selling juvenile insurance in Chicago 
and Illinois for old, established Illinois life insurance 

Liberal contracts and commissions. 
“above-the-average”’ 
Company has in view the formation of exclu- 
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a the annual meeting and sales congress speak for the life insurance group. The 
of the Wisconsin association in June. president of the Erie County Bar Asso- 
a Northern New Jersey—The common de- ciation and a banking executive also 
») nominator of success the secret of suc- will speak for their respective interests. 
cess * er gars = iat Ag L. G. Thebaud, president of the man- American Mutual Life—February new 
syecessful—lies ac é ae - “were ig : ; iar 
Leased agers association, will preside. business exceeded that of February, 








formed the habit of doing things that 
failures don’t like to do, A. E. N. Gray, 
assistant secretary Prudential, said at a 
juncheon meeting. 

Butler, Pa.—W. M. Milligan, Pitts- 
burgh manager Manufacturers Life, will 
speak on “Simplified Programming” 
March 14. 

New Castle, Pa.—R. L. Pope, agent of 
the Sun Life of Canada in Pittsburgh 
and director of the Pittsburgh associa- 
tion spoke Thursday. 

Pittsburgh—S. D. Weissman, agent of 
Equitable Society in Boston, will speak 
March 20, 

Washington, Pa.—W. L. McLain, agency 
supervisor for Guardian Life, Pittsburgh, 
spoke Wednesday night. 

Kansas City—A dinner meeting with 
more than 300 present, including many 
company officials, featured the final ses- 
sion of the training course. Paul 
Speicher, R. & R. service, stressed atten- 
tion to fundamentals and warned 
against over-professionalization. 

There were 146 who completed the 
course. With 240 enrolled, the average 
attendance was 200. It is expected that 
at least 50 more will complete their 
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McNally and Thurman on 
Chicago Program April 18 


Frank McNally, Minneapolis general 
agent Massachusetts Mutual Life, E. B. 
Thurman, Chicago general agent New 
England Mutual Life, and R. W. Hoyer, 
Columbus, O. general agent John Han- 
cock Mutual will address the general 
agents and managers section of the IIli- 
nois Association of Life Underwriters 
annual meeting and sales congress in 
Chicago April 18-19. 

J. H. Brennan, Fidelity Mutual Life, 
and L. M. Buckley, New England Mu- 
tual, are co-chairmen of arrangements, 
and J. D. Moynahan, Metropolitan, is 
chairman of the General Agents & Man- 
agers Division of Chicago. 

There will be a reception after the 
general agents and managers meeting 
followed by a banquet. 


Taggart Tells What Agents 
Want from General Agents 


_LOS ANGELES—Secretary Grant 
Taggart of the National Association of 
Life Underwriters, speaking as a field 
man, told general agents at a luncheon 
here what the men who “pack the rate 
book” want. He said: 

“We don’t want to see you drive us. 
We should like to see you lead us. 

We don’t want you to depend on 
your authority. We would rather you 
build and depend on good will. : 
Pe e don’t want you to inspire fear. 
Ve Want you to inspire enthusiasm. 

_ “Please don’t say ‘I.’ We would pre- 
ler that you say ‘We,’ 

We don’t want you to assign the 
tasks, We do want you to set the pace. 

We don’t want you to just say, ‘Get 
here on time.” We want to see you here 
ahead of time. a 
“ Po wo want you to tell us how it 
IS ¢ : € want you to show us how 
It 1s done, 

“Don't make our work a drudgery. 

«vant you to make it a game. “ik 

We don’t want you to say ‘Go.’ But 


we ike . 
cle do like to hear you say ‘Come on 
cts go. ” . : ’ 





Meet with Other Interests 


an EFALO—The Buffalo Life Man- 
te ssociation has arranged a meet- 
ie atch 19 when representatives of 
ve tn commercial banks and the 
Ssociation wi i 

mutual ns all ill gather to discuss 
un ac Schworm, president Buffalo 

nderwriters Association, will 








Williams Speaks in San Antonio 
SAN ANTONIO, TEX.—J. P. Wil- 


liams, educational director American 
College of Life Underwriters, explained 
the objectives of the C.L.U. educational 
program before the San Antonio Man- 
agers Club. There is a close correlation 
of the ability to master theoretical ma- 
terial and the ability to apply this 
knowledge gained to practical situations 
in life through thinking, he said. Edu- 
cation makes the C.L.U. student a bet- 
ter agent and at the same time increases 
his income because he can offer more 
skilled service to buyers. This student, 
he believes, should learn to think of life 
insurance as a unit. He stated that 
there are 190,000 life insurance men but 
few of these are interested in taking 
the C.L.U. examinations. 

Mr. Williams told of the work being 
done to secure more intelligent coop- 
eration of college authorities in offer- 
ing cour'es for young men who may 
become interested in entering life in- 
surance work. Life insurance has been 
at a disadvantage in colleges because of 
a lack of teachers with the right kind 
of knowledge and suitable texts. 

Mr. Williams cited the advantage of 
an early choice of life insurance as a 
career. He told of a plan for contact- 
ing college students when they enter 
their sophomore year and again at the 
beginning of the junior and_= senior 
years. 





At the monthly meeting of the Life 
Insurance Cashiers Association of Mil- 
waukee L. A. Stocking, Milwaukee 
attorney, spoke on “Human Under- 
standing.” 





Get ready for Accident & Health Week, 
March 24-29. 
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GENERAL AGENCY 
CALIBER 





1940, by 5 percent. There was a 52 per- 
cent gain for the first two months of 
1941. The B. F. Provol agency of Chi- 
cago led in February. 

Ohio State Life—New business paid 
for in February was 24.5 percent greater 
than in February, 1940. Renewal pre- 
miums collected were the largest of any 
February in its history. Premiums on 
new accident policies paid for in lebru- 
ary were 35.5 percent larger. 

Occidental Life, Cal.—Reports gain of 
10 percent in paid for new business the 
first two months of 1941, although about 
200 field men were out of production the 
last two weeks of February, attending 
the convention in New Orleans. Com- 
pany officials credit the February pro- 
duction increase to the newly organized 
“Plus” club, composed of field men who, 
before they left for the New Orleans 
convention, had equalled or bettered 
their production for the first two months 
More than 80 have qualified 


of 1940. 
for this club. 

0. D. Douglas, Texas general agent 
Lineoln National Life, showed a 39 per 


cent increase in written business for the 
first 60 days of 1941 over the same pe- 
riod of 1940, in a special drive in ob- 
servance of the agency’s 20th anniver- 
sary. G. N. Hoover, San Antonio, and, 
Harry Stromberg, Dallas, were winners. 


Seek Flow of New Prospects 

The Life Insurance Managers Club of 
Dallas will discuss “How to see that our 
new men actually have a continuous 
flow of enough new qualified prospects” 
at a meeting March 17. A. W. Hogue, 
Business Men’s Assurance, will lead the 
program. He will be assisted by In- 
eram Lee, Union Central Life, and D. 
L. Edgecomb, Pan-American Life. 





able sales aids. 


We have territory open in Vermont, 
southern New Jersey, and Delaware. 


Our combined Life and Non-Can- 
cellable Accident contracts are valu- 


Write 
WILLIAM D. HALLER 
Vice-President and Agency Manager 
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J. P. Williams in Dallas 


DALLAS—Reminding that the public 
judges life insurance by the service ren- 
dered by its field representatives, J. P. 
Williams, educational director American 
College of Life Underwriters, pointed 
out in two talks here that the public 
is being much better served today Dbe- 
cause life men are no longer content 
to know only the technique and psy- 
chology of salesmanship. 

He talked at a luncheon sponsored 
by the Dallas C. L. U. chapter, discussed 
the progress and plans of the American 
College with members of the Life Insur- 
ance Managers Club and officers of 
Dallas life companies and spoke in the 
evening at a dinner of the Dallas chapter 
attended by students in the C. L. U 
study classes and their instructors. 


Anderson Columbus Speaker 


C. Vivian Anderson, Provident Mutual 
Life, Cincinnati, addressed the Colum- 
bus. C, 1. chapter on “The 1941 
Trends Affecting Life Insurance.” 


NEW YORK 


GREASON WITH LARKIN 


R. E. Larkin, manager Connecticut 
General, New York City, has appointed 
G. H. Greason as brokerage manager, Mr. 
Greason was formerly with the Connell 
agency of the Provident; Mutual in New 
York City. He was graduated from Rut- 
gers University in 1932. Soon after- 
ward he entered the life insurance busi- 
ness and has had experience in broker- 
age work and in personal production. 
During the past eighteen months he has 
developed a visual sales plan that has 
secured exceptional results. 

















HOLMES APPOINTS GRAF 


P. B. Holmes, manager Connecticut 
General, New York City, has appointed 
F, O. Graf as assistant manager. Mr. 
Graf formerly managed a Travelers 
agency in New York City. He is a 
graduate of Clark University. Prior to 
entering the insurance business in 1930 
he was engaged in newspaper advertis- 
ing. His insurance experience includes 
personal production and management 
work. 





TO GIVE LECTURES ON OPTIONS 


_ The legal aspects of settlement op- 
tions will be discussed March 18 in the 
series of lectures for lawyers conducted 
by the Life Underwriters Association of 
the City of New York. The meeting 
will start at 8:15 p.m. in the auditorium 
of the Metropolitan Life home office. 
J. E. Barton, who is in charge of set- 
tlement option work of Home Life of 





Something New 
IN OM INCLU Oo 


A Pure Protection . .. ordinary or 
whole life policy without cash values 


Our limited pay policies permit 
the withdrawal of cash values 


Without cancelling policy 
ceca se 


Without note, interest or reducing policy 
Many other new features 
that appeal] to thinking people 


Commissions that will interest any 
salesman. Previous experience not essential 


Welacsaciealictl ateticade 


Life Insurance Company 
TEN EAST PEARSON STREET, CHICAGO 





New York, will be the speaker. He 
recently completed a book on planning 
life insurance estates through use of 
settlement options. Mr. Barton will be 
the third speaker on this series of five 
lectures for attorneys. Benjamin Alk, 
immediate past president Life Under- 
writers Association of New York, is 
chairman of the committee on coopera- 
tion with lawyers. 

LIFE PRESIDENTS’ PROCEEDINGS 

Printed proceedings of the 1940 con- 
vention of the Life Presidents Associa- 
tion have been issued. The volume con- 
tains 261 pages. Copies are being sent 
to insurance executives and agents, su- 
pervising officials, libraries, health or- 
ganizations, and periodicals throughout 
the United States and Canada, and to 
other interested persons. 

In addition to a record of the discus- 
sions at the convention and a cumulative 
index of the printed proceedings during 
the association’s thirty-four years, the 





Title Insurance 
Companies 





volume contains a complete revised cata- 
logue of various pamphlets available for 
free distribution. 

The record of attendance discloses 
that members and guests totaled 669, and 
that 128 life companies were represented 
by executive officers. 





Boston Mutual Makes Transfers 

A. F. White, who has been superin- 
tendent of the Boston Mutual Life 
office at Manchester, N. H. has been 
transferred to Boston as superintendent 


of the Brighton district. He is gy. 
ceeded at Manchester by T. V. DeVelj; 
who was an assistant superintendent at 
Providence, R. I. 


E. R. Dare Now Gilmour Partner 


The Arthur G. Gilmour agency jy 
Pittsburgh of Midland Mutual Life j 
now Gilmour & Dare, with E. R. Dare 
becoming a partner. Mr. Dare has been 
with the agency since 1933. He has 
passed several C.L.U. examinations, 
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Title Insurance Corporation 
of St. Louis 
810 Chestnut Street 
McCune Gill, Vice President 


Qualified with Insurance Departments 
of Missouri and Eastern States 


Disburses construction funds and in- 


Complete Real Estate Service 


e PROPERTY MANAGEMENT 
e SALES e¢ RENTALS 
e MORTGAGE LOANS 


The 
Wheeler Kelly Hagny 


Trust Company 
Wichita, Kansas 





ARKANSAS 


MICHIGAN 





READ -STEVENSON & DICK 
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INCORPORATED 
Empire Bank Building 
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Ill. Department Makes 
Report on Three Societies 


An examination of Hibernia Life, a 
Chicago fraternal, discloses a deficit of 
$8,791 and the Illinois department di- 
rects that steps be taken to remove this 
deficiency. Under the code the degree 
of deficiency must not increase during 
the next two succeeding years. As at 
June 30, 1940, assets were $157,389 and 
certificate reserves were $163,646. The 
condition of the society is due princi- 
pally to a high mortality and the costs 
incurred in exchanging certificates dur- 
ing 1937 and 1938, the examiners State. 
The cash position is well maintained 
and the investment portfolio is high 
orade. Treatment of policyholders has 
been fair and equitable. 

Principal operating officers are Mary 
F. McWhorter, president, and Mary A. 
Sullivan, secretary. Insurance in force 
in the adult department as at June 30 
was $898,518 and in the juvenile depart- 
ment, $31,675. There were 1,260 cer- 
tificates in all. 

The department has also published re- 
ports of examinations of National Fra- 
ternal Society of the Deaf of Oak Park, 
Ill, and Slovene Progressive Benefit of 
Chicago, also a fraternal. The Society 
of the Deaf at June 30, 1940 had assets 
of $2,108,289, certificate reserves $1,707,- 
473 and surplus $1,707,473. 

Membership is limited to deaf males 
of the white or American Indian race 
between the ages of 18 and 55. A. L. 
Roberts is grand president, C. B. Kemp, 
secretary, and L. S. Cherry assistant 
secretary. Insurance in force was 
$5,098,726 and there were 7,651 certifi- 
cates. The ratio of actual to expected 
mortality in 1939 was 42.34. 

The Slovene Society at May 31, 1940 
had assets $853,876 and surplus $173,256. 
The ratio of solvency in the adult mor* 
tuary fund was 111.3. In the adult de- 
partment insurance in force was $4,399,- 
680, there being 7,507 certificates. In the 
juvenile department, the insurance in 
force was $5,107,535, the certificates 
numbering 10,033. 





Utah Congress Holds Banquet 


H. S. Hudson, Portland, Ore., great 
commander of Maccabees, spoke at the 
annual banquet of the Utah State Fra- 
ternal Congress in Salt Lake City. Other 
speakers included E. E. Monson, secre- 
tary of state, and Grover Giles, attor- 
ney-general. A musical program was 
furnished by Woodrow Robinson, sec- 
ond vice-president of the Congress. Ar- 
rangements were directed by Mrs. S. P. 
May, past president. N. C. Thompson, 
past president, was toastmaster. Mrs. 
Isabell Murphy, outgoing president, was 
presented a gold past president’s jewel 
by J. A. Steele, past president, on be- 
half of the officers and members. Ray 
Mansuy, president, presided. 





Milwaukee Fraternal Dinner 


MILWAUKEE—About 300 members 
of 11 fraternals attended the annual fra- 
ternal dinner sponsored by the Milwau- 
kee Fraternal Congress. Otto Werk- 
meister, Modern Woodmen, president 
Wisconsin Fraternal Congress, was gen- 
eral chairman. 


Mrs. Florence Hiland Resigns 


, Mrs. Florence Hiland has resigned as 
Minnesota state manager of Woodmen 
Circle, a post she has held for a number 
ot years, with headquarters in Minne- 
apolis, The state is now under direct 
Supervision of the field work committee. 
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Fraternal Week Valuable 
As Cooperative Effort 


Leading fraternals are recognizing the 
opportunity for a cooperative effort in 
publicizing the business through the 
National Fraternal Life Insurance 
Week campaign May 5-10. At a reason- 
able cost, which would be prohibitive 
on the individual basis, fraternals are 
being supplied with posters, letterheads 
and other promotional material. 

In commenting on the promotional 
material and the progress made to date, 
E. W. Thompson, supreme commander 
of Maccabees, chairman of the National 
Fraternal Congress’ National Fraternal 
Week committee, reported that he is 
“very much delighted with the letter- 
heads, stickers and other material pre- 
pared for the observance of National 
Fraternal Week. A fine job is being 
done in the presentation of these mat- 
ters through various means of pub- 
licity.” 

In addition to providing general pub- 
licity material, a definite sales plan is 
available for stimulating field workers. 
This program is based on the methods 
used successfully by commercial compa- 
nies in getting agents to prospect and to 
solicit on a systematic basis. 





Hold Convention in June 


The supreme circle convention of 
Protected Home Circle will be held in 
the Netherland-Plaza Hotel, Cincinnati, 
June 16-18. 





Norton J. Williams, president Equi- 
table Reserve, Neenah, Wis., and presi- 
dent Wisconsin Fraternal Congress, has 
been appointed general chairman of the 
membership campaign of the Neenah 
chamber of commerce. 





Taylor Assails Idea of 
Common Stock Investments 


LANSING, MICH.—C. G. Taylor, 
Jr., second vice-president Metropolitan 
Life in charge of public relations, as- 
sailed proposals of the TNEC that state 
laws be “liberalized” to permit life com- 
panies to invest in common stocks in a 
talk here before the Lansing Association 
of Life Underwriters. 

“A life insurance company’s duty is 
decidedly not to invest the money of its 
policyholders in venture capital,” he said. 
“A number of commercial banks that 
made just such investments prior to 
the 1929 crash were wiped out, while 
insurance companies kept an even keel. 
It appears that experience and judgment 
don’t mean much to these TNEC boys 
just out of college who go down to 
Washington.” 

S. D. Risley, Chicago, assistant super- 
intendent of agencies of the Metropoli- 
tan, spoke on selling methods. 





Corell Honored on Retirement 


LANSING, MICH.—H. B. Corell, 
who had been with the Micigan depart- 
ment 23 years before his recent replace- 
ment as first deputy commissioner, was 
honored at a dinner here arranged by 
his departmental associates and former 
officers and employes of the department. 
Among those attending were three 
former commissioners, Col. J. G. Emery, 
C. E. Gauss, and J. C. Ketcham; several 
former deputies, including Ralph Wade, 
now treasurer of Michigan Mutual Lia- 
bility; J. E. Reault, now comptroller of 
the Maccabees; L. H. Sanford, W. C. 
Conley and Robert Morse, all with De- 
troit companies; L. K. Power and W. G. 
O’Connell, former examiners, now with 
Detroit companies, and John Panchuk, 
former assistant attorney general serv- 
ing as department counsel. A gift was 
presented Mr. Corell in behalf of the 
more than 70 guests. 
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STOCKS — 


H. W. Cornelius of Bacon, Whipple & 
Co., 135 South La Salle street, Chicago, 
gives the following stock quotations of 
life companies as of March 11: 





Par Div. Bid Asked 
Aetna Life .... 10 1.40* 26%, 28 
Conn. Geni. .... 16 80 5 27 
Contl, Assur.... 10 2.00 35 38 
Lite & ‘Cas... 3 50 10 11 
Lineoln Natl.... 10 1.40* 29 31 
New World Life 10 .30 3% 4% 
N. W. Natl. Life 7.50 .30 9% 10% 
Ohio Natl. Life. 10 1.25 25 27 
Old Line Life... 10 .60 10% 12% 
Travelers .. ses. 100 16.00 395 410 
Wis. National... 10 1.00 16 18 


*Includes extras. 
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Union Mutual Life 
Reinsures Postal 
National Life 


Union Mutual Life of Maine has now 
acquired the business of Postal National 


Life of New York. The latter com- 
pany is voluntarily retiring from the 
field. seal * 

Postal National Life has been, in 
business since 1929. It was organized 
by the interests operating Postal Life. 
The latter company has no agencv or- 
ganization and secures all of its busi- 


ness by advertising and correspondence. 
Postal National, however, has been an 
agency company. Mrs. A. B. Jordan 
has been president of both companies. 
Michael J. Denda, who has been vice- 
president of both companies », how joins 
Union Mutual Life as superintendent of 
agents in New York City and adjacent 
territory. 
Union Mutual Life during the time 
that R. E. Irish has been president, has 
taken over other companies and has 
modernized its operations in many re- 
spects. In 1935, Union Mutual rein- 
sured the business of Buffalo Mutual 
Life and last year Union Mutual went 
into the accident and health business 
in a prominent way by taking over the 
business of Massachusetts Accident, 
other than non-cancellable risks. 


Covers About $11,000,000 Business 


the 


The agreement covers all Postal Na- 
tional policies which were in effect as 
of midnight on Feb. 28, 1941—a total of 
approximately $11,000,000. 

The agency force of Postal National, 
which operated only in New York City 
and adjacent territory, produced in ex- 
cess of $2,000,000 last year under the 
direction of Mr. Denda. 

The former. Postal National home 
offices at 511 Fifth avenue will be main- 
tained as a midtown branch of Union 
Mutual. This will give the company two 
offices in New York City, the other being 
a downtown office at Perrin-Durbrow 
Life Associates, Inc.. 75 Maiden lane, 
which has represented Union Mutual for 
more than 40 years. 

Postal National was licensed in New 
York and New Jersey. 

With the addition of Postal National, 
the insurance in force of Union Mutual 
is approximately $92,000,000, and its as- 
sets are in excess of $25,000,000. 

The new business produced by the 
agency force of Union Mutual last year 
was $10,824,480, an increase of 11.6 per- 


cent over 1939 aud 57.1 percent over 
1935. The company now has agency 
representation in 20 states as well as 
Canada and Puerto Rico. 

On Dec. 31, 1940, Postal National 
had assets of $973,115, capital of $150,- 
000, net surplus $71,672. New business 
for 1940 was $2,143,283 and insurance 





in force at the year end was $10,847,703. 
Denda Former Grizzard Man 


Mr. Denda has been with Postal Na- 
tional since its founding in 1929. He 
Was its first agency director and in 1930 
was elected vice-president and a direc- 
tor, continuing in these positions until 
the present. Mr. Denda went into the 
insurance business in Chicago in 1924 
with James A. Grizzard, prominent Chi- 
cago insurance man and head of the 
Grizzard system, which operated agen- 
cies in Illinois, Michigan, Indiana and 
Ohio. This organization sold insur- 
ance various companies, arranging 
for payments to be made 
monthly for the convenience of policy- 
holders. He left Mr. Grizzard to go 
with Postal National. 

Before 1924 Mr. Denda 
rewsnrpers in’ Montana 

‘' advertisine man, He 


for 
premium 


worked) on 
reporter 
the 


as oa 


attended 


I'eiversity of Montana. In addition to 
heine vice-president of Postal National 
Mr. Denda was also vice-president in 


charge of new business for Postal Life. 
Mrs. A. B. Jordan, president of Postal 
Life, said that there would be no imme- 
diate successor to Mr. Denda at Postal 
Life. The company will continue oper- 
ating on a strictly mail order basis. 


Michigan Life 
Records Progress 


Michigan Life of Detroit made sub- 
stantial progress in every phase of its 
business in 1940. The agency force has 
been materially improved not only in 
members but in quality and productivity. 
An increase in the risk account indicates 
this trend and plans for the year 1941 
should multiply the results of the past 
year. 

The accident-health department also 
showed an increase in premium income 
and operated at a substantial profit. The 
experience of the life department was 
highly satisfactory with a_ substantial 
gain from mortality and from interest 
and a reasonable expenditure for opera- 
tions. 

Real Estate Being Liquidated 

Interest earnings have increased per- 
sistently during the last six years and 
the year 1941, in the opinion of its 
officers, will continue to show improve- 
ment. This is the result of management 
policy which confines most of the in- 
vestments to FHA mortgages. The real 
estate owned with which the company 
was previously confronted on account 
of foreclosure of mortgages is rapidly 
being liquidated and in fact has proved 
to be no problem. Properties in Detroit 
and Michigan industrial cities generally 
have enhanced in value to the extent 
that many of them have been sold at a 
profit. According to present indications 
present values will continue to rise for 
some time and, therefore, foreclosed 
mortgages now owned as real estate 
will prove to be sound investments, es- 
pecially when sold on land contracts 
which is the practice in Michigan. 


Officers Are Reelected 


The annual meeting of stockholders 
was succeeded by a directors’ meeting 
which reelected A. J. Groesbeck, presi- 
dent; L. J. Treanor, first vice-president; 
S. E. Lamb, vice-president and _ secre- 
tary; L. W. Watkins, treasurer; A. A. 
Speers, actuary; Walter H. Ekberg, as- 
sistant secretary-treasurer and M. 
Cline, agency supervisor. 

The directors expressed great confi- 
dence in the management and were 
pleased with the results of operation for 
the past year—a favorable mortality, 
good interest return, increase in risk ac- 
count, increase in unassigned surplus 
account and increase in assets with 
adequate liquidity. 

The objective of the 
to build an outstanding 
company in Michigan. 


management is 
life insurance 


Midland Mutual Dresses 
Up Statement Report 


Midland Mutual Life of Columbus 
has dressed up its annual statement re 
port to policyholders in most attractive 
stvle. It appears in two colors and 
there are numerous pictures and draw- 
ings. During 1940 Midland Mutual 
wrote $11,435,094 of new business which 
exceeded that of the previous vear bv 
about 15 percent. The amount of in- 
surance terminated during 1940 was the 
lowest proportionately in history. There 
Was a gain of insurance in force of $5.- 
046.701 or 44.6 percent more than the 
gain that was made in 1939. Insurance 
in force is now $122.603,410, an all-tinie 
high. There was paid to living policy 
holders $1,643,069, Dividends to polices 
holders were $514.051,. 

Assets are $33,563,421, policy reserves 
$26,838,718, capital $300,000, special con- 
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tingency 
$1,610,809. 


Victory Life of Topeka 
Has Record Breaking Year 


Topeka had another 


Victory Life of 
1940, its new 


record breaking year in 
annual statement reveals. New business 
amounted to $6,100,000, an increase of 
about 10 percent from the previous year 
and a new high record. Assets now to- 
tal $10,137,518, the largest in history, 
and insurance in force is at an all time 
high of $39,358,885. Victory Life’s 1940 
statement is the 20th annual exhibit. 

W. J. Bryden, general manager, has 
been in active charge of the company 
since its organization and seven of the 
12 directors have been members of the 
board since organization. Capital and 
surplus now amounts to $769,610. At 
market, the bonds had a value of $177,- 
937 above the figure at which they are 
carried. Total payments to policyhold- 
ers and beneficiaries since organization 
amount to $6,869,839. 


New Great National Directors 

Five new directors have been elected 
hy the Great National Life of Dallas; 
A. J. Rife, construction company presi- 
dent; Ernest Parks, vice-president Dal- 
las Coffin Company; W. G. Cullum, 
contractor; G. C. McGhee, geologist, 
and G. H. Vaughn, oil. 

A net increase in insurance in 1940 
of $1,112,831 or 7.74 percent was re- 
ported by S. J. Hay, president, bring- 
ing insurance in force to $15,479,000 as 
against $14,366,169 at the close of 1939. 


Bankers National Exhibit 


Bankers National Life in its new 
statement shows assets of $7,856,300, an 
increase of more than 11 percent. Sur- 
plus to policyholders was $1,050,619, 
giving a ratio of better than $115 in 
assets for every $100 of liabilities. The 
mortality ratio was 48.3 percent. 


New business increased by 14 percent 
and the average new ordinary policy 
was for $3,827. Insurance in force 


amounts to $77,832,880. 


Shenandoah Life Honors Buford 


At the Shenandoah Life’s 25th anni- 
versary dinner in Roanoke, Va., P. C. 
Buford was presented with a scroll bear- 
ine the signatures of more than 50 
prominent Roanoke business and pro- 
fessional men who bought $5,000 policies 
in a special drive in honor of Mr: Bu- 
ford. E. D. Colhoun and C. L. Cocke, 
agency supervisors, each wrote 25 appli- 
cations and presented the scroll. 


Filey Supervisor United Life 

Lynn M. Filey has been appointed 
field supervisor for United Life of 
Salina, Kan. Mr. Filey was formerly 
with American Savings Life, Kansas 
City. 

United Life recently was acquired by 
W. M. West of St. Louis and Denver. 


Secures Indiana License 

Mutual Trust Life has been licensed 
in Indiana and is preparing to make 
general agency appointments there. The 
company now operates in 17. states, 
mainly in the midwest. Indiana closes 
a gap in its coverage between Illinois 
and Ohio. It has a substantial amount 
of insurance in force in Indiana. 

Dave Dawson, home office supervisor 
who has jurisdiction of Michigan and 
Ohio, also has taken over Indiana and 
will travel in the three states, making 
appointments of representatives. 





Reserve Loan Life Figures 

of Texas showed 
as ot. Dec. 31... The 
company has over $53,000,000 of busi- 
ness in force, and has paid more than 
#31,000,000 to policyholders and bene- 
since organization. Surplus 
for policyholders stood at 
the end of the vear. 


Reserve Loan Life 


assets of $11,248,092 


ficiaries 
protection 
$567,378 at 





—_ en ee 
fund $733,210 and net surplus To New Positions with 
Capitol Life of Denver 





A. H. Owen W. F. Schmausyey 


Photographs showing W, F 
Schmausser and A. H. Owen, who have 
received promotions in Capitol Life at 
Denver, should have been reversed in 
the announcement last week. They are 
shown above, properly identified. Mr. 
Schmausser is now secretary of the 
company, and Mr. Owen is. assistant 
secretary. 


Los Angeles Managers Hear 
Discussion of “Inflation” 


The Life Insurance 
ciation of Los Angeles and a large num- 
ber of invited guests from the Fred 
C. Hathaway general agency of the Mu- 
tual Life of New York heard W. C. Mul- 
lendore, executive vice-president South- 
ern California Edison Co., and a trustee 
of the Mutual Life, discuss “Inflation.” 

He defines inflation as the manipula- 
tion or perversion of the medium of ex- 
change so that it originates and creates 
purchasing power in and of itself. If 
purchasing power is created, that is, if it 
begins merely and only with the crea- 
tion of the medium of exchange, instead 
ef with the production of goods and the 
rendering of services of value, then the 
process, “however it may be concealed, 
is inflation. Anything that increases 
bank deposits is a cause of inflation. 

Any manipulation of the medium of 
exchange for the purpose or with the ef- 
fect of creating demand or purchasing 
power is inflation. Increase in the gov- 
ernment debt is not inflation if the in- 
crease is absorbed by the people. Half 
of the present government deficit has 
been converted into the medium of ex- 
change by the process of sale of the gov- 
ernment bonds to the banks in exchange 
not for deposits of citizens, but in ex- 
change for new deposits created by the 
sale itself. This is inflation, Mr. Mul- 
lendore said, bad inflation, dangerous 1n- 
flation. Purchasing gold and silver at 
twice its real price is real inflation, Un- 
derw riting of unsound credit by the gov- 
ernment is an element of inflation. “We 
cannot escape the terrific unbalance in 
our economic system that will come by 
an increase of purchasing power without 
an increase in production to offset it: 
Sooner or later there must be a washing 
out of the inflation of the monetary me 
dium.” 


Managers Asso- 


Deans Club Celebrates 


The Deans Club of Salt Lake City. 
composed of veteran life insurance mer. 
celebrated its fifth anniversary with 4 
luncheon meeting. Brief talks were 
made by J. D. Spencer, club president. 
and R. K. Hardy, who called attention 
to the fact that the combined ages °! 
the group of five totaled 363 years. 
Wives of members will be guests at the 
April meeting. 


Revamp Ohio Department Quarters 
COLUMBUS—Extensive alterations 
are to be started this week in the 
offices of the Ohio department in the 
state house annex. Many of the records 
will be moved to the fourth floor and 
the auditing and examination depart 
ments, now housed in the Rowlands 
building. will be moved in with the 
other offices. A larger 
ings will be provided, 
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‘Probate Process Stresses 


Needs for Life Insurance 


At every point in the process of pro- 
pate there is a vital function for life in- 
» surance to perform, David J. A. Hayes, 
' Chicago attorney, told the Chicago 
Association of Life Underwriters at the 
seventh in a series of Saturday morning 
ograms. 
ss required Mr. Hayes ten seconds to 
explain how beneficiaries get the life in- 
surance left by an assured; an hour to 
cover the intricacies of probate. With 
life insurance the home office figures 
out how much is due and mails a check. 
A probated estate must go through a 
long, involved, legal and costly process 
of reckoning and distribution. While 
more than 50 percent of the wills filed 
in Cook County (which has the largest 
probate court in the world presided over 
by one judge) are settled in the first 
year; 75 percent in two years, and 90 
percent in three years, some require 
many years, particularly if there is a 
substantial sum involved. 


Corporate Surety Best 


The administrator must give surety. 
Some money is saved the estate if this 
is a corporate surety, which, under IIli- 
nois law, must be 1% times the per- 
sonalty. With personal surety, it must 
be twice the personalty. 

Insurance men, Mr. Hayes said, have 
a duty to advise their clients of the 
cost and difficulties of probate. Agents 
should advise clients to make a will; 
otherwise assureds will find their es- 
tates going to persons other than those 
for whom they intended them. 

Death ends a partnership, Mr. Hayes 
pointed out. The disturbing effect of 
death in such cases is tremendous. As 
a lawyer Mr. Hayes has handled many 
estates, “and I can say that the value 
of life insurance in this connection is 
inestimable in avoiding friction, loss 
and grief,” 

A question and answer quiz on Mr. 
Hayes’ talk got a perfect score from the 
crowd. 


Selling Retirement Income 


Significantly in introducing his talk on 
package selling of retirement income, 
George A. Doelle, Phoenix Mutual, con- 
tessed that he sells it because he likes 
that type of insurance and owns it. 

Retirement income differs from other 
forms in that it presents the choice of 
a number of options. But the impor- 
tant thing in selling it is to get to the 
Point where he can sit down with the 
Prospect and draw pictures. A sale is 
Pretty likely then. 

he agent should have two or three 
short sales talks; know them thoroughly 
Without using them mechanically, and 
be able to apply them to various types 
of prospects. 

Shortest road to the point of drawing 
Pictures is to challenge the prospect 
with a question that arouses curiosity 
and fixes the prospect’s attention, Mr. 
Doelle commented. For instance, “Do 
vou know that life insurance is the only 
investment that uses the annuity prin- 
ciple?” Or, “I realize that I have to 
call on ten persons before I find one 
Person who works for himself. The 
others are working for the butcher, the 
andlord, and other creditors.” | Mr. 


Yoelle has a long list of such questions 
lor openers. 


Package Sales Quicker 


an Doelle doesn’t belittle program- 
pO He. has programmed at times. 
‘ one Period he had $300,000 worth of 
Policies on his desk. He finally quit 





worrying about them, went out and sold 
a couple of policies. In package sell- 
ing the agent doesn’t have to know how 
much insurance the prospect already 
has, and that figure isn’t so vital any- 
way, since he is probably exaggerating 
it by at least twice. 

Mr. Doelle has three “offices:” One 
a large portfolio used most often in 
evening calls; a medium sized portfolio 
for the busier prospect, and some stuff 
in his inside coat pocket he can whip 
out for the prospect who is on the run. 

A lot of insurance for cleanup has 
been sold in packages by Paul A. Haz- 
ard, Home Life of New York, simply by 
citing actual appropriate cases in which 
persons did not provide for this certain 
contingency. Mr. Hazard gets from 
the prospect what he terms a “confi- 
dential,” a report listing in detail all 
that will be needed for cleanup: unpaid 
bills (on the basis of regular monthly 
requirements), outstanding bills owed, 
life insurance loans, income taxes, prop- 
erty taxes, administrator’s expense, cost 
of ambulance, doctors, funeral, and 
cemetery lot. This “probing” list 
awakens the assured as nothing else 
would. 


Cleanup Funds Too Small 


“Too many agents provide a fund of 
$800 to $1,200 for cleanup purposes for 
their assureds when in most cases this 
falls tragically short of being enough,” 
said Mr. Hazard. Here was a man with 
a $15,000 estate, for instance, who had 
around $1,000 for cleanup purposes. 
Actual inv--‘ory revealed that the ab- 
solute minimum cash required in event 
of his death would be $4,035. 

“Work out with some of your law- 
yer friends a schedule covering two or 
three typical, medium-sized estates, and 
carry it with you,” Mr. Hazard urged. 
It will prove a powerful motivating 
force in a field that needs a lot of 
selling. 

An unusual presentation is made by 
kK. L. Kluss, Hewitt & Associates, in 
selling educational policies in “pack- 
ages.” He uses a folder, about 84x11 
inches, containing pictures of his own 
baby daughter, Carol. The pictures 
show Carol being “approached” by Mr. 
Kluss as an agent to sell her an as- 
sured college education through life in- 
surance. Mr. Kluss gives his prospect 
a dramatic and human sales talk to ac- 
company the series of pictures reveal- 
ing Carol in all the typical attitudes, 
with facial expressions, of the prospect, 
and ending up with a photograph show- 
ing her signing on the dotted line. 


Family Income for Mortgages 


In selling “make-your-own-family-the 
sole-owner-of-your - home” insurance, 
Richard Rashman, Equitable Society, 
gets off the beaten path of reducing 
term, which isn’t quite as permanent a 
form as the assured needs, and ordi- 
nary life, which is pretty expensive. He 
uses the family income contract for 
taking care of the mortgage. It has the 
advantages of term; it is protective and 
inexpensive; and it has the advantage of 
ordinary; it contains some investment 
features. Each year the face amount 
reduces; the constant decrease in cash 
available, in case of death, is at about 
the rate of amortization of a mortgage 
on a 4% to 5 percent basis. 

A mortgage policy elminates an im- 
portant item from the budget the as- 
sured’s family must have after his death. 
It should be included in every program 
of insurance since it reduces the mini- 


mum income requirements other insur- 
ance is designed to provide. 


Because of the illness of George 
Gruendel, Vermillion agency Mutual 
Life, George Huth, general agent 


Provident Mutual, presided. 

On March 15 W. R. Chapman, as- 
sistant director of agencies Northwest- 
ern Mutual, will present “Social 
Security Facts.” 

The five-panel forum to follow will 
feature Earl M. Schwemm, manager 
Great-West Life, on “The Social As- 
pects of the Act and the Agent’s Re- 
sponsibilities to his Client”; Raymond 
W. Frank, State Mutual; Miss Helen 
M. Zepp, Equitable Society, on helpful 
sales ideas in presenting social security 
to women employed; Francis J. Bud- 
inger, manager Franklin Life, will dis- 
cuss direct mail material, the approach 
to clients not covered by the act, and 
special advantage to young single men 
in covered employment, and Thomas F, 
Beck, assistant supervisor Travelers, 
will present ideas for the employer and 
employe in relation to salary allotment. 

George L. Grimm, Northwestern Mu- 
tual Life, is chairman of the associa- 
tion’s educational committee arranging 
the forums. Anthony J. Schweitzer, 
Travelers, will preside March 15. 





Why the Social Security 
Act Is Not All-Sufficient 


The Ohio State Life puts in succinct 
and plain form some reasons to show 
why the social security act is not a sub- 
stitute for life insurance. It gives nine 
reasons: 

1. Because the social security bene- 
fits at age 65, especially for single men 
and women, and for married men with- 
out wives 65 or over or children under 
18, are relatively small and unpredict- 
able. 

2. Because the old age benefits under 
the social security act are not available 
until age 65, no matter how great the 
need for earlier retirement income. 

3. Because the social security act 
contains no provisions for cash and loan 
values for use in emergencies. 

4, Because the social security act as 
amended in 1939 still leaves large 
groups of the population uncovered by 
the benefit provisions. The excluded 
groups include all self-employed pro- 
fessional and business men and women 
employes of wholly owned and instru- 
mentalities of the state and federal gov- 
ernment, employes of charitable, relig- 
ious, educational institutions, casual, 
domestic, and agricultural workers. 


Survivorship Benefits 


5. Because the survivorship benefits 
provided by the social security act are 
not payable to a widow unless she is 
over 65 at the time of the husband’s 
death, or unless she has a child under 
18 years of age while she herself is 
under 65 years of age. 

6. Because no provision is made for 
income to the children while in college. 

7%. Because no provision is made for 
mortgage insurance. 

8. Because the lump sum payments 
in the event the insured individual dies 
without leaving a widow, child, or par- 
ent eligible for monthly survivor bene- 
fits are so small that such individuals 
will have to make other arrangements 
to provide the cash required to cover 
their last illness and funeral expenses. 

9. Because the primary and sole 
function of the social security act is to 
provide a basic income to those classes 
of society who for reasons beyond their 
control are not always able to provide 
for their own income needs. All those 
who want a more attractive income 
must make their own arrangements for 
it—and to that end there is no good 
substitute for life insurance. 


Father-Son Partnership to 
Buy Juvenile Insurance 


An unique partnership arrangement 
between father and young son involv- 
ing the purchase of juvenile insurance 
is being used successfully by the Gif- 
ford T. Vermillion agency of Mutual 
Life of New York in Chicago. A short 
partnership agreement is drawn up be- 
tween the father and the son, who for 
practical purposes should be between 7 
and 15 years of age. The father contrib- 
utes the major portion of the premium 
and the son contributes a small amount 
out of his weekly allowance. 


Child Learns Responsibility 


_The child retains the custody of the 
life policy and is held responsible for 
the accumulation of the premium fund 
and all records. According to Mr. Ver- 
million this arrangement not only places 
more responsibility on the son, but 
makes him appreciate the value of life 
insurance. He thus learns self-denial 
and the lesson that all things one re- 
ceives must be paid for. He also learns 
thrift and the power of interest at work, 
since he is custodian of the policy and 
records and has opportunity to note the 
cash value accumulations. 





Continuous Income Stressed 


SAN ANTONIO, TEX.—At the 
Junior Chamber of Commerce’s annual 
meeting honoring life insurance men, 
Matthew Brown, General American Life 
general agent, spoke on “Life Insurance 
from the Buyer’s Standpoint.” Ira 
Travis, Aetna Life, was chairman. 

To provide a burial fund, the orig- 
inal purpose for which life insurance 
was bought, is now a minor considera- 
tion of today’s buyer, Mr. Brown said. 
The main consideration now is the con- 
tinuance of income for the family or 
for the buyer if he is disabled or lives 
to old age. 

Mr. Brown emphasized the need for 
income rather than capital. Few men 
at 65 are able to live off the income 
from their property. The reason so 
many men are dependent at age 65 is 
not because people fail but because the 
plans of saving and investment they 
adopt fail them. 

William Dick, Jr., Connecticut Mu- 
tual Life, and Richard Penney, Great 
American Life, conducted a Dr. I 

uiz. 





Don’t worry over the business out- 
look; keep on the lookout for business. 

Prosperity is only an instrument to be 
used, not a deity to be worshipped.— 
Calvin Coolidge. 








Full-Time Life Agents’ 
Roll Declines in 1940 


Although life insurance sales 
and volume in force increased in 
1940, the number of full-time life 
insurance agents in the United 
States declined 4,000 in 1940 to a 
total of 130,000, according to a re- 
port taken from the census of 
agents completed by the Sales Re- 
search Bureau. 

The present total is 19,000 less 
than five years ago and these 13 
percent fewer agents last year sold 
17 percent more life insurance than 
in 1935. In addition to the full- 
time agents there are 22,000 part- 
time agents, 1% less than five years 
ago, and 39,000 brokers handling 
life insurance, making a total of 
191,000 selling and servicing the 
65,000,000 owners of life insurance 
in this country. 
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Answers Questions Arising from New Treasury Ruling 


(CONTINUED FROM PAGE 1) 





insured did not possess any of the legal 
incidents of ownership at the time of his 
death. Relying upon this decision, the 
board of tax appeals and many circuit 
courts have held that a relinquishment 
of all the legal incidents of ownership 
removes insurance from the insured’s 
taxable estate, notwithstanding the con- 
tinued payment of premiums by the in- 
sured. 

It would appear, therefore, that the 
new regulations are valid, at least insofar 
as they provide insurance is not taxable 
where the assured did not directly or 
indirectly pay the premium. But insofar 
as they attempt to tax insurance where 
the insured relinquished all the legal 
incidents of ownership (and continued 
to pay premiums), their validity is open 
to serious question. 

A second question is: Mr. A is in- 
sured for $100,000 under a policy pay- 
able to his wife. The right to change 
the beneficiary is reserved by Mr. A. 
If Mr. A. gives to his wife $4,500 each 
year and she applies this amount to the 
payment of premium on insurance on 
Mr. A’s life, will the proceeds in excess 
of $40,000, attributable to the premiums 
paid by the wife be taxable in Mr. A’s 
estate? 


Probable Answer Is Given 


The answer is probably “Yes.” The 
regulations require taxation of the in- 
surance if the insured “directly or in- 
directly” pays the premiums. The gift 
to the wife would probably be regarded 
as an indirect payment by Mr. A 

Under the same circumstances if Mrs. 
A has an independent income of $4,500 
a year derived from salary or from 
securities other than those given to her 
by Mr. A would the insurance proceeds 
attributable to premiums which she pays 
be includable in Mr. A’s estate? 


ONE-HALF TAXABLE 


The answer is “No.” If at the time 
of Mr. A’s death aggregate premiums of 
$45,000 have been paid and of this 
amount Mr. A has directly or indirectly 
paid only $22,500, only one-half of the 
proceeds would be taxable in Mr. A’s 
estate as insurance. Assuming that this 
is the only insurance involved, the 
amount includable in his estate would 
be reduced to $10,000 after subtraction 
of the $40,000 exemption. 


Question of Taxable Gift 


_ Under those circumstances the ques- 
tion is asked whether payment of pre- 
miums by Mrs. A would be considered 
a taxable gift. The answer is “Yes,” 
since Mr. A has the legal incident of 
ownership. Under existing gift tax reg- 
ulations, gift tax liability would clearly 
be incurred. 

The question then was asked whether 
there would be any advantage in trans- 
ferring ownership to Mrs. A now. The 
answer is that transferring ownership 
would eliminate gift tax liabilities on 
premium payments by Mrs. A. How- 
ever, gift tax may be incurred by such 
transfer and after the transfer the cash 
value of the policy would be taxable in 
Mrs. A’s estate in the event that she 
should predecease Mr. A. 

Then there is this question: Mr. R has 
created a trust of $150,000 for the benefit 
of his wife and children. If Mrs. R re- 
ceives the income and applies it to the 
payment of premiums on insurance on 
Mr. R’s life, will the insurance proceeds 
be includable in Mr. R’s estate? 

The answer is: If there was no sug- 
gestion at the time that the trust was 
created and Mrs. R used the trust in- 
come to pay such premium, and if Mrs. 
R is free to do whatever she likes with 
the trust income, it would seem that in- 
surance proceeds attributable to pre- 
miums paid by Mrs. R would not be 
taxable in Mr. R’s estate. 

The prevalent confusion in connection 








with the proper interpretation of 
Treasury Decision 5032, which pertains 
to the taxability of life insurance pro- 
ceeds, has been analyzed in a statement 
by Forrest L. Morton of New York, 
member of the committee on federal 
legislation of the National Association 
of Life Underwriters, prepared under 
the direction of Julian S. Myrick, 
chairman. 


MORTON'S ANALYSIS 


Mr. Morton’s statement is based on 
three assumptions: 

Where someone other than the in- 
sured pays premiums and insured has no 
connection with such payment, either 
“directly or indirectly,” where owner- 
ship has been given up by the insured, 
the examples enumerated by the state- 
ment do not take into account the pos- 
sibility that such transfer might be held 
to have been made in contemplation of 
death; and insurance issued after Jan. 
10, 1941, would be taxed solely on the 
basis of premium payment, and hence 
no attention need be paid to ownership. 


Meaning of “Indirect” 


“In regard to the first and third as- 
sumption,’ Mr. Morton states, “there is 
still some confusion. For example, 
there seems to be no definite and clear 
understanding as to what would consti- 
tute payment of the premiums by the 
insured ‘indirectly.’ Furthermore, there 
are those who feel that insurance issued 
after Jan. 10, 1941, might be subject to 
tax even though the premiums were not 
paid by the insured, if he should retain 
any incident of ownership in the policy.” 

This difference of opinion, according 
to Mr. Morton, is caused by a section 
of the amended regulations to the effect 
that life insurance not includable in the 
gross estate under the provisions of 
subdivision (g) of section 302, and ar- 
ticles 25, 26 and 27 of the regulations, 
may, depending upon the facts of the 
particular case, be includable under some 
other subdivision of Section 302 and 
the articles pertaining thereto. How- 
ever, he states, an example is given in 
the new regulations, of a transfer made 
in contemplation of death “prior to” 
Jan. 10, 1941, which seems to indicate 
that the premium payment would be the 
sole test after that date. 

Mr. Morton’s statement continues: 

“The following questions and answers 
are given merely for the purpose of 
clarifying the apparent meaning of the 
new regulations. They should not be 
taken as an admission that the new 
regulations correctly interpret the pres- 
ent law, or that policyholders should 
rely upon the answers for future tax 
exemption. 








Example Is Given 


“(1) The insured purchased a life in- 
surance policy in 1935. He continued to 
own the policy and pay all premiums 
until 1940, at which time he gave up 
all legal incidents of ownership and 
thereafter paid none of the premiums. 

“Answer: None of the proceeds 
would be taxable as ownership was 
given up completely before January 10, 
1941, and the insured paid no premiums 
thereafter. 

“(2) The insured purchased a policy 
in 1935. He continued to own the pol- 
icy and pay all premiums until 1941 
(subsequent to Jan. 10), at which time 
he gave up all legal incidents of own- 
ership and thereafter paid none of the 
premiums. The insured paid one-half 
of the total premiums. 

“Answer: One-half of the proceeds 
would be taxable, less the $40,000 ex- 
emption. This is due to the fact that 
the insured held legal incidents of own- 
ership subsequent to Jan. 10, 1941, and, 
therefore, the proceeds would be taxed 
solely on the basis of premium payment. 

“(3) The insured purchased a pol- 
icy in 1935. He continued to own the 


policy until his death. However, after 
Jan. 10, 1941 he paid none of the 
premiums. ‘The insured paid one-half 
of the total premiums. 

“Answer: One-half of the proceeds 
would be taxable, less the $40,000 ex- 
emption, for the same reason as given 
in answer to (2). 

“(4) <A policy was issued on the life 
of the insured in 1935. He had all 
ownership of the policy until his death, 
but paid none of the premiums. 

“Answer: None of the proceeds 
would be taxable, for the same reason 
as given in answer to (2). 

“(5) A policy was issued on the life 
of the insured in 1935. He was pos- 
sessed of none of the legal incidents of 
ownership, except the possibility of a 
reverter should all beneficiaries prede- 
cease him. He paid none of the premi- 
ums. He gave up the possibility of a 
reverter subsequent to Jan. 10, 1941. 

“Answer: None of the proceeds 
would be taxable as the insured paid 
none of the premiums. 


Pays One-Half of Premiums 


“(6) The insured purchased a life in- 
surance policy in 1935, after which time 
he was possessed of none of the legal 
incidents of ownership, except the pcs- 
sibility of a reverter should all bene- 
ficiaries predecease him. He paid all 
premiums until 1941 (subsequent to Jan. 
10) at which time he gave up the pos- 
sibility of a reverter and paid no fur- 
ther premiums. The insured paid one- 
half of the total premiums. 

“Answer: One-half of the proceeds 
would be taxable, less the $40,000 ex- 
emption, for the same reason as given 
in answer to (2). 

“(7) The insured purchased a pol- 
icy in 1935, and prior to Jan. 10, 1941 
he gave up all legal incidents of owner- 
ship therein. He paid all of the premi- 
ums, one-half prior to Jan. 10, 1941 and 
one-half after that date. 

“Answer: One-half of the proceeds 
would be taxable, less the $40,000 ex- 
emption. One-half would be exempt 
because the insured had given up all 
legal incidents of ownership and paid 
one-half of the premiums prior to Jan. 
10, 1941. The other half would be tax- 
able because the insured paid subse- 
quent to Jan. 10, 1941 one-half of the 
total premiums.” 


Effect of Excess Profits 
Tax on Life Companies 








(CONTINUED FROM PAGE 2) 


proval of this decision other than to 
acquiesce to a Board of Tax Appeals 
holding to the same effect some 14 years 
after the 1917 act was repealed. 


No Insurance “Profiteering” 


As in the case of mutual companies, 
Mr. Lutnicki concludes that perhaps the 
strongest arguments in favor of the 
stock companies is that the present ex- 
cess profits tax was designed to prevent 
rearmament profiteering and to raise 
revenue from incomes in excess of nor- 
mal. These purposes hardly fit life in- 
surance companies that stand to lose 
rather than gain from war conditions. 

However, Mr. Lutnicki cautions com- 

panies with respect to the invested 
capital method of computing the excess 
profits credit. “If companies are per- 
mitted to include their reserves in in- 
vested capital for the purpose of com- 
puting the excess profits credit, it is 
extremely unlikely that any company 
will be liable for payment of an excess 
profits tax. 
_. “On the other hand, it is likely that 
if the companies compute their excess 
profits credit under the income method 
they will, in a few instances, be liable 
for a rather mild amount of tax. 

“With one method of computing the 
credit working practically an exemption 
for the companies and the other result- 


ing in a not unfair tax, when the re. 
enue raising purpose of the measure js 
considered, might it not be expect 
that the commissioner will adopt th 
interpretation of the invested capital 
method that will force the companie 
either to depend on the income metho 
or pay a heavy tax? This would rx. 
sult if the commissioner refused to jp. 
clude legal reserves in ‘equity investe 
capital. ” 

Mr. Lutnicki charged that some jp. 
surance company counsel may conclu 
that an excess profits tax return, show. 
ing no tax liability, should be filed eve, 
though the company’s excess profits ta 
net income does not exceed $5,000 ang 
in some instances, even though the 
company does not report a ‘normal tay 
net income.’ 

“In cases where the company’s jp. 
come tax return carries several items 
likely to be disputed by the commis. 
sioner, the precaution should be take, 
to note how normal tax net income 
would be affected if all the doubt 
items were disallowed and this action 
were upheld by the courts. In som 
cases the result might be a sizable nor. 
mal tax net income where none existed 
before, thus an excess profits net in- 
come and a penalty for having failed 
to file a return where liability existed” 
he stated. 





Les Holmes Stages Fireside 
Agency Convention 


Les L. Holmes, general agent at De 
Moines for Alliance Life, has developed 
something new and comfortable in the 
way of agency conventions. It will ap- 
peal to the type of football fan who 
prefers to hear the game from the con- 
fort of his living room lounge than at 
the scene of the battle. One evening 
Mr. Holmes got all of his agents in 
Des Moines and other towns in the ter; 
ritory hooked in from their homes. He 
discussed the progress of the agency 
and plans for the future and got ex- 
pressions from the agents on their im- 
mediate prospects. B. T. Kamins, 
agency director, was also hooked in on 
the remote control convention and he 
made a talk. 





“Forbes” to Cover Life Insurance 


“Forbes,” semi-monthly business mag- 
azine, will publish a series of articles on 
“What Life Insurance Means to the Na 
tion,” starting April 1. 

The articles will cover inflation fear, 
group insurance and employe relations 
the management side of the TNEC i 
vestigation, management of life compe 
nies, and general articles showing the 
important role life insurance funds play 
in both governmental and family situa 
tions. 


————— 





Company Conventions Set 
for 1941 Are Listed 


— 





Herewith is given a list of compat) 
conventions scheduled for this year, 
plementing the list that was publishe 
last week: 

March 31-April 2, Farmers & Bankers 
Life, Mineral Wells, Tex. 

April 15-18, Jefferson 
Augusta, Ga. 

April 21, Prudential, Newark. , 

April 24-26, Western & Southern (man 
agers), Cincinnati. x 

May 2, Metropolitan Life, New b 

July 1-3, Security Mutual Life, 
Atlantic City. fa) 

July 7-8, Pacific Mutual Life, Sun va 
ley, Ida. ; 

Aug. 18-20, Liberty National Life, 
sonville, Fla. 

Aug. 11-13, 
Chicago. 


Standard Life 


ork. 
N. 


Jack: 


Continental 


Assurance, & 











i ee 


Sept. 4-6, West Coast Life (Field Club), 


Catalina Island, Cal. és ont 
Sept. 8-10, National Life of Verm 
(Leaders Club), Virginia Beach, Va. ite 
Sept. 16-17, Manhattan Life, Wh! 
Sulphur Springs, W. Va. Life 

Oct. 25, Western & Southern 
(Home Office Legion), Cincinnati. 
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A NATIONAL UNDERWRITER PuBLiCATION 


Only Book : 
of its kind, showing 


New } 
Both | old 
Settlement Option 
Incomes! 


(Poeket Size 4x 6% Inehes) 









Be Well Prepared in 1941 





with NEW, UP-TO-DATE, 
Facts and Figures that Sell 


Every underwriter has occasions when some little item 
—often a rate, value, or policy point—becomes suddenly, 
most important. One can never predict when this will hap- 
pen. Yet if available, the answer may be just the thing to 
close the sale right away—and “conditions” may never be 
so favorable again. Thus it is highly important to be well- 
prepared with the facts, at all times. 


Sweeping CHANGES 
Make New Information Essential 


Important changes in rates, reserves, dividends, etc., 
have already been announced or are contemplated shortly 
by more than 50% of the companies—according to a ques- 
tionnaire recently sent out by the American Life Conven- 
tion. Among those reporting major changes are the 
Aetna, Connecticut General, Connecticut Mutual, Equit- 
able Society, New England Mutual, New York Life, 
Northwestern Mutual, Phoenix Mutual, Prudential, 
Travelers, Union Central and many others. Consider 
what it means to risk misquoting data on companies such 
as these. 


Be sure to specify “THE LITTLE GEM” for 1941 





(Full Preparedness means using the most effective “weapon”) 


To meet the new situation caused by these widespread 
changes, the most effective pocket reference book is the new 
1941 Little Gem. Not only does it provide all the answers 
available from ordinary books, but it also contains numerous 
extra features of real value. 


For instance, the Little Gem is the ONLY book of its 
kind showing the Incomes Payable under contracts issued 
years ago—as well as those now being issued. Indexed by 
dates of issue, this most important information, so helpful in 


programming and selling the income idea, is available from 
no other similar book. 

Furthermore, the Little Gem covers some 60 extra com- 
panies, gives rates on 864 extra contracts and shows values 
on some 344 more contracts than its principal competitor— 
and that’s approximately 50% more. Not only is the Little 
Gem more comprehensive but it is most carefully planned 
throughout. For instance, it is printed in larger, easier-to- 
read type. It has only ten sections—ten places to look. 
Other books have as many as 17 sections, so the Little Gem 
is obviously easier-to-use, too. Yet it costs no more. 


LS u-emamer 


The “LITTLE GEM” gives “More on ALL the important subjects! 


Policy Points & “Practice” (150 com- Direct Reading Social Security (*Analytical Proof Sent on Request) 
panies) Tables ' 
Premium Rates— All Ages (2700 Retirement Contracts—costs, values, Order Yours Now for Prompt Delivery 
contracts) etc. (~ 
Disability & Double Indemnity Rates hos: Tae, ee ee. SRS SSeS SRS SSSR ree 


Cash Values on over 1000 contracts 
Also Values and Incomes at 55, 60 


f 
1 
1 
and 65 Supplemented Monthly by The In- Rush as soon as ready, (April), at my “club rate” 
Net Costs, Net Payments & Sum- surance Salesman \ 
maries Financial & Business Reports—four oe eetients copies New 1941 “Little Gem” 
Annuity Rates—Immediate & Retire- years, 22 items, and for 228 com- i (details on your “‘elub rate” on request) 
ment panies. 1 
Special Programming Section of War C auses—Special treatment, PPT CT ere re ee errr eee RNG ano was 
over 52 pages—1/3 more than up to date at time of delivery. C 
any other EPPO eT ee ee PRP en a 
And many other useful features. FO eas on 8 Nr 8 
Pe i 
Take Advantage of its EXTRA VALUES > W City eee eee eens State.....2.... 
1 


Settlement Options—Both New & 
Old—274 tables 








420 East Fourth Street, Cincinnati 








Special ‘Club Rates’’ to All Agents 


To The National Underwriter Co., Statisticat Division 



































Looking over the “Bragg” Educational Menu served in the course sponsored by 


the Life Underwriters Association of St. Louis and the St. Louis General Agents & 
Managers Association: Left to right (standing): L. S. Becker, Lincoln National gen- 
eral agent, co-chairman; W. H. VanSickler, State Mutual general agent and president 
St. Louis General Agents & Managers Association; Frank M. See, New England 
Mutual general’ agent, co-chairman; Wellborn Estes, assistant general agent Aetna 


Winners in the Lincoln National Life’s cash quiz contest for home office employe 
with placards showing their winnings are: 

Back row, left to right: Howard Buck, Betty Pressler, Muriel Bishop, Carl Wiegmay 
and Peggy Bacon. 


Life, president St. Louis Association of Life Underwriters; (Seated) J. Elton Bragg, Front row: Genevieve Federspiel, Louisa Fredericks, Betty Howey, Melva O’Shaugy 


New York City, manager Guardian Life, school director; and Nathan Burgheim, 


Northwestern Mutual, committee member. 


RIGHT: Over 60 attended the all-day 
sales meeting of the Reliance Life’s mid- 
western department in St. Louis at which 
Manager Frank Vesser presided. H. T. 
Burnett, vice-president in charge of agen- 
cies; J. F. Johns, eastern superintendent 
of agencies; and B. L. Sichelstiel, assistant 
secretary, spoke. 


H. J. Cummings, vice-president and 
superintendent of agencies, is having a 
busy time this month attending four re- 
gional agency meetings of Minnesota Mu- 
tual Life. This week he is in New Mex- 
ico for sessions at Albuquerque and Mon. 
terey. March 19-22 he will be in Chicago 


ee 23-26 at Williamsburg, Va. 


nessey and Gloria Bateman. 


Se rad 


oa imemaacoccmamanat 


* 


Denver and Colorado life association leaders met with Harry T. Wright, president National Association of Life Under 
writers at a conference in Denver. Back row: E. L. Metcalfe, National Life, Vt.; Ross Whetsel, H. Van Schaack ‘0.3 Oscar 
Beck, Kansas City Life, president Greeley, Col., association; Milton Stenseth, Business Men’s Assurance; A. K. Underw 
general agent Lincoln National Life, president Denver C. L. U. chapter; E. S. Buchanan, New York Life, president Pu 
association. Yok 

Front row: Mrs. M. B. Parker, Equitable Society; Dewey Smith, Travelers; O. H. Jacobson, Home Life of ‘ew 10 
general agent, vice-chairman information committee National association; G. A. McTaggart, Prudential, Colorad: nati 
committeeman; Mr. Wright; Isadore Samuels, New England Mutual Life, trustee National association; Harry Sicsers: 
president Colorado association. 








